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£, A Johnson Bronze 
| Franchise 


with its cooperative 
features is profitable and pleasantly so. The wide adaptability of 
the product for maintenance work and in new machines, coupled 
with its excellent performance, assures you of repeat sales. Your 
franchise also permits you to sell finished General Purpose 
Bushings (600 sizes) and Electric Motor Service Bearings. 


. 
Pa 


This combination, of Product and Six Point Policy, will build 
new 1935 Profits. Secure your franchise now. 
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Hereafter the orders for Condensed Milk 
will go to The Borden Company ! 


BEAVER PIPE I@DLS 


INCORPORATED 





OR the last 34 years we have been manufacturing BEAVER 
PIPE TOOLS under the firm name ''The Borden Com- 
pany. 


lt has not been an ideal name for two reasons: 


First, it does not identify the character of our product... 
nor our trade-name. 


Second, there has been a continual mix-up in our district 
offices . . . where mail intended for The Borden Company 
(Milk Products) has been wrongly delivered to us .. . and 
vice versa. Frequently the delay involved worked a hardship 
on the customers of both companies. 


To solve this problem ... we enter our 35th year with a 
new corporate name .. . BEAVER PIPE TOOLS, Inc., 293 
Dana Ave., Warren, Ohio. A change in name only! 


District Offices 


Boston Hal Rinear 
New York Paul Knauff 
Philadelphia Jack Gougler 
Atlanta H. B. Carlock 
Pittsburgh Al Thornton 
Chicago W. S. Andrews 
Dallas Cy Smith 

San Francisco A. F. Howe 
Foreign F. C. Saviers 


We are quite proud of the fact that one distributor in far-off 
South Africa has sold fifteen (15) Model A BEAVER Pipe Ma 
chines in the past two years. When tools are repeatedly pur 
chased by customers 8,000 miles away . . . it is proof conclusive 
that they are rendering highly satisfactory service. 
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GOODRICH 
furnishes Turkish | 





wn cold comes to the Northwest, iron ore freezes 
in the cars and cannot be handled for transhipment. 
So in the Duluth yards they run hose lines beside the track, 


pipe in steam, and thaw «vhole trainloads of ore at a time. 


For years, Wm. B. Arper Co., Goodrich Distributor of 
Duluth, has secured the order for Goodrich Steam Hose 
for this severe service. One typical order is shown in the 
photograph on the next page. Every foot of hose shown 
is Goodrich Steam Hose, sold by the aggressive efforts of 
the distributor backed by a hose quality which made the 


first sale easier, repeat sales almost automatic. 


This order is typical of the advantages enjoyed by all 
Goodrich Distributors. They have a complete line to meet 
every customer’s need, they have products which keep the 
customer sold, they have minimum returned goods and 
maximum user-satisfaction. And Goodrich research and 
development are constantly at work to give them new 
products first, new sources of profit, and so keep their line 
outstanding. The B. F. Goodrich Company, Mechanical 
Rubber Goods Division, Akron, Ohio. 


<a> Goo 








Wm. B. Arper, President 
of Wm. B. Arper Company, 
Goodrich Distributor 

of Duluth. 


NEW SOURCES 
OF PROFIT 


Goodrich research is constantly 
adding new items to the distribu- 
tor’s line—new products on which 
to make a profit. For example, 
Goodrich distributors have recently 
been offered 


@ Improved rubber-lined valves 
@ Corrosion-resisting paints 
@ Wire-filler gasoline tank hose 


rich 
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Complete modernization demands the installation of scienti 
MONOBELT. Besides MONOBELT'S proven consumer 
particularly attractive to dealers because it is marketed in s' 


That is, one weight or thickness for each width. Thi 


reduction in dealer inventory of at least 50%. y | 
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JAMES A. CHANNON, EDITOR 


Publisher’s Announcement 


@ ON January 10 the publishing headquar- 

ters of MILL SUPPLIES and of the 
Electrical Trade Publishing Company will 
be moved from 520 North Michigan Avenue, 
Chicago, to 330 West Forty-Second Street, 
New York City. 


The move in no way will affect the oper- 
ation or policies of MILL SUPPLIES ex- 
cept that in its new quarters there will be 
enlarged facilities for serving the publish- 
ing needs of the mill supply industry. 


The same men who have been responsible 
for the successful operation of MILL SUP- 
PLIES during the past several years will 
continue its active management, with some 
new division of responsibility. 


A. E. Paxton, who has been editor of 
MILL SUPPLIES since its merger with 
Industrial Distributor and Salesman in 1929 
and prior to that editor of the latter maga- 
zine, has been made manager effective Jan- 
uary 1. Mr. Paxton, since graduation from 
the University of Illinois, has been actively 
connected with publishing in the mill sup- 
ply field and his background of experience 
fits him admirably to handle his new re- 
sponsibility. He was one of the original 
members of the Joint Merchandising Com- 
mittee and was active in getting the orig- 
inal program started. 


Succeeding Mr. Paxton as editor will be 
James A. Channon, who for the past year 
has served as managing editor and prior to 
that as associate editor. Mr. Channon, a 
graduate of West Point, was active in con- 
ducting the survey of industrial distribu- 
tion for the Joint Merchandising Committee, 
which has been so widely used in promoting 
the interests of the distributor. 


Strong editorial representation will be 
maintained in Chicago with offices at 520 
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North Michigan Avenue, to serve the im- 
portant middle-western trading area. Head- 
ing up the central western territory edito- 
rially will be E. J. McOsker, for many years 
an important member of the staff of MILL 
SUPPLIES. As western editor, Mr. Mc- 
Osker will spend a large part of his time 
contacting distributors, surveying distri- 
bution conditions and keeping the industry 
advised as to mid-western activities. 


Mr. McOsker has been connected with 
MILL SUPPLIES for more than 10 years, 


- having served as assistant editor under 


the late Clay Cooper and afterwards as 
managing editor. With his splendid edito- 
rial and general publishing background and 
wide acquaintance among distributors, Mr. 
McOsker is ably fitted to continue to main- 
tain the high editorial aims of MILL SUP- 
PLIES throughout the central west. 


There will be no change in personnel on 
the sales staff of MILL SUPPLIES. E.N. 
Grantvedt will continue as western repre- 
sentative with headquarters in Chicago, 
George Pomeroy will represent MILL SUP- 
PLIES in the Cleveland territory and H. E. 
Thayer will be the eastern representative. 


And so, in this move of headquarters to 
New York, with enlarged facilities and a 
well-rounded, experienced editorial staff, it 
will be the aim of MILLSUPPLIES not only 
to continue but to broaden and improve its 
service to the industrial distributing field in 
1935 and in the future as we have strived to 
do each succeeding year since the establish- 
ment of the magazine in 1910. 
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President. 





57% LESS DISTORTION 
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wth Bethlehem Hot.Forged Nuts 


Arrer exhaustive comparative 
tests, engineers of a large Midwestern company 
recently selected Bethlehem Hot-Forged Nuts, 
oil-quenched, for use with alloy-steel studs in 
high-temperature equipment for the oil fields. 

In these tests, involving the exposure of each 
nut to a temperature of 1000 deg. F. for 12 
days under bolt loads equivalent to about 
60,000 Ibs. per sq. in. stress, the Bethlehem 
Hot-Forged Oil-Quenched Nuts distorted 57 
per cent less than the next best nuts tested. 

Fastenings exposed to high temperatures are 
but one of the many fields of application of the 
Bethlehem Hot-Forged Nut. Made by a new, 
exclusive process, the Hot-Forged Nut has the 
dense grain structure that forging gives, and 


strong, tough threads that stand up under 
severe wrenching strains. It is decidedly the 
nut to recommend for all kinds of heavy- 
duty tasks. 


The Hot-Forged Nut was developed at our 
Lebanon, Pa., Plant, a self-contained Bethle- 
hem division devoted entirely to the manufac- 
ture of bolts and nuts and allied products, and 
producing them in every style and size your 
customers use. 

Bolts of alloy, carbon and corrosion-resisting 
steel. Bolts for high pressures and temperatures. 
All kinds of nuts, as well as the hot-forged. 
And countless other similar products. All 
standard commercial items are regularly car- 
ried in stock at Lebanon Plant. 


General Offices: 


BETHLEHEM STEEL COMPANY, setutcuem, pa. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, Kansas City, Milwaukee, New York, Philadelphia, 
Pittsburgh, St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco, Seattle, Los Angeles, Portland, Honolulu. Export 
Distributor: Bethlehem Steel Export Corporation, New York. 
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TIMELY COMMENT 


@ A NEW year always brings with it new hope 
and new ambition. This is especially true of 
1935. After an improved 1934, most business prog- 
nosticators look for further betterment this year. 
The December 29 issue of Business Week, based 
on preliminary data, indicates that general busi- 
ness in 1934 was 5% better than in 1933. Other 
interesting comparisons between these past two 
years in specific industries shows the following im- 
provement, steel 11%, electric power 7%, indus- 
trial construction 36%, public works and utili- 
ties 22%, employment 14% and payrolls 27%. 


Most sound business thinkers look at 1935 as a 
year of gradual improvement, with the first quar- 
ter much better, a slacking off in the second quar- 
ter, the third quarter holding its own and the last 
quarter considerably better. 


As is always true in any period of reconstruc- 
tion, the alert, aggressive business organizations 
will be the ones to profit most. The period of 
watchful waiting is passed. Nineteen Thirty-Five 
will reward those distributors who work the hard- 
est and sell the best. 


@ THE National Association, through its Com- 

mittee on Manufacturers’ Relations, is concen- 
trating its attention on improving manufacturer- 
distributor relations. Included in the program of 
this committee are the following objectives: 1. 
The consideration of any question involving im- 
proved manufacturer-distributor relations. 2. 
Demonstration to manufacturers of the need for 
adequate profit margins. 3. The general adoption 
by manufacturers of uniform cash discount terms. 
4. The encouragement of selective distribution 
policies on the part of manufacturers. 5. The 
encouragement of proper cooperation on the part 
of distributors with manufacturers who protect 
them with the right kind of sales policies. 6. En- 
deavor to get both distributors and manufacturers 
to bring misunderstandings out in the open. 


@“DURING October, more mill supply distribu- 

tors placed orders for new catalogs with R. R. 
Donnelley and Sons Company than in any other 
month, except one, in the last four years. During 
the last six months, more catalogs have been placed 
than in all 1932 and 1933 combined,” writes C. F. 
Beezley, Jr., Donnelley sales manager. 


There’s a real indication that business in the 
mill supply industry is on the upgrade. 
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@ WILLIAM KELLY, purchasing agent, The W. 
M. Pattison Supply Company, Cleveland, 
writes: 

“We acknowledge receipt of the Directory Edi- 
tion of MILL SUPPLIES. Contrary to all laws of 
economy, it seems that once in a while you really 
get something for nothing as this issue proves. 

“Weare delighted with and surprised at its range 
of matter and up-to-dateness. It breathes that “on 
your toes spirit of MILL SUPPLIEs.” 

“Here’s hoping that the 1936 issue will be still 
bigger and better.” 

Thanks, Mr. Kelly, for your kind and encourag- 
ing words. They typify the sentiment expressed 
by a number of distributors and their salesmen. 


@ ANOTHER comment on the Directory Edition 

comes from W. H. Scott, secretary, Syracuse 
Supply Company, Syracuse, New York. He says: 

“We wish to compliment you on the splendid 
care and consideration given MILL SUPPLIES, par- 
ticularly with reference to the Directory Edition. 
We find MILL SUPPLIES regularly is of more than 
usual interest to us, but this Directory Edition 
beats them all. We would like to get three addi- 
tional copies.” 


@ WHILE we're on the subject of acknowledging 

the plaudits from interested readers, we cannot 
refrain from passing on the following unsolicited 
letter from W. W. Warrington, salesman, Ameri- 
can Machinery and Supply Company, Omaha, Ne- 
braska. Mr. Warrington writes: 

“It gives me great pleasure to advise you that 
I do not know of any publication that I have re- 
ceived, and there have been a great many of them, 
that I enjoy and get more out of than MILL Sup- 
PLIES. I have been particularly interested and 
found a good many valuable pointers in the sec- 
tion entitled, ‘Where and How to Sell.’ I sincerely 
hope this feature will be continued.” 

The “Where and How to Sell” department will 
be continued and enlarged upon, Mr. Warrington. 
We’re giad it is proving helpful to you. 


@ CONVENTION-TIME is in the offing. Make 

plans now for the triple convention of the Na- 
tional, Southern and American Associations at 
Pinehurst, North Carolina, May 13, 14, 15 and 16. 
The Carolina Hotel will be convention headquar- 
ters. Room rates, including meals will be $7.00 
per day for each person for two people in a room, 
with twin beds and private bath, or $8.00 per day 
for a room and bath for one person. 
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WHERE AND HoOwW TO SELL 
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APPLYING INTELLIGENCE TO 
FIRE BRICK SALES 

@ THE picture you see here, 
taken inside of a gas genera- 

tor or carburetor, doesn’t look 

like much of anything, but it 

provides the basis of a very 

good study in salesmanship. 

A distributor’s salesman han- 
dling refractories is not neces- 
sarily a chemist or a ceramic 
engineer, and does not need to 
be one. But there are two kinds 
of salesmen and one of these 
types will tackle the problem 
here illustrated something like 
this: He will stick his head 
through the hole or crawl in- 
side the generator and look 
around. He will come out, brush 
his hands and speak to the en- 
gineer or manager of the gas 
company along these lines: 
“Our line of bricks is the best 
on the market. We know that 
they will beat any brick you can 
put in there for the purpose. 
Our price per thousand, laid 
down here in carload lots is thus 
and so.” 

The other type of salesman 
will say to the customer: “You 
have a problem here. I cannot 
give you the answer off-hand on 





a thing like this which has puz- 
zled your engineers. But my 
company has had long experi- 
ence and is equipped to solve 
problems. It is my hope that 
they may help you. Allow me 
to set forth all the conditions 
and send in the data to them, 
and we will see what they say.” 

In this particular case, the 
gas company had nine genera- 
tors. Imagine each to be a cyl- 
indrical tank about 50-feet high 
by 15-feet in diameter. In the 
middle of this tank is what they 
call the checker. It is a honey- 
comb of brick work laid up 
without mortar to a height of 
some 40-feet and reaching the 
side walls. Some 20,000 refrac- 
tory brick are required to a 
checker. 

An intense gas flame is intro- 
duced below, which blows up 
through and heats the checker 
white hot. Then the flame is 
turned off. Immediately oil is 
sprayed on the checker and the 
heat converts it into gas. This 
is done until the checker cools 
down to a certain temperature. 
Then the cycle is repeated. 

But soon slag and residue 


form on top of the checker and 


The real salesman recognizes a difficult problem when he looks inside a gas 
generator like this—and avoids impulsive and ill-advised recommendations. 





penetrate down through the 
mass. In 8 to 14 months, the 
checker is clogged beyond fur- 
ther use. It cannot be cleaned 
out. The whole 20,000 bricks 
must be dug out and thrown 
away. Here is a big carload of 
brick involved at one shot—per- 
haps 6 or 8 carloads a year. 

The conscientious salesman 
will make a rough sketch of the 
generator and the arrangement 
of the checker, size and number 
of bricks. He will get in and 
take a picture when they are 
tearing out one of the checkers. 
He will explain in words what 
the action seems to be as de- 
scribed by the engineer in 
charge; how it seems that the 
slagging is mostly at the top 
and cements the top few layers; 
how the bricks when they are 
torn loose seem not to have been 
melted, for their edges are 
sharp and well defined. He will 
take a brick with slag and send 
it along with his report, for pos- 
sible analysis. 

All this information he sends 
in to his supplier. Probably the 
latter has run up against a con- 
dition like this before. Perhaps 
the general design of this type 
of generator is the best that has 
ever been devised and the gas 
company will just have to grin 
and bear the refractory expense 
until someone designs a better 
one from the refractory stand- 
point. Or perhaps there is a 
chemical action of the brick it- 
self, and the company is using 
the wrong kind, while your sup- 
plier can recommend another 
kind and tell why, so that you 
will have a chance at the order. 
Or maybe it is the ash and resi- 
due that is slagging and caus- 
ing all the trouble, in which 
case any old kind of brick will 
do, the cheaper the better. 


All these things have to be 
considered. You can trust your 
supplier to give a fair report. 
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Depending on what kind of a 
product your supplier has to of- 
fer to meet this problem, he will 
either tell you to go after the 
business hard and give you 
good, sound ammunition, or else 
he will tell you frankly that he 
cannot solve it economically for 
the customer and that you might 
as well stay off the case. 

In either case, with a small 
amount of effort you have put 
yourself in the position of either 
going after a large amount of 
business on an intelligent basis, 
or else of not wasting any fur- 
ther time on it. 


COLD DAYS CREATE NEED 
FOR EMERGENCY PIPE 
CLAMPS 
@ DURING the first cold days, 

when the full heating load 
goes on, a high, wide and fancy 
assortment of annoying pipe 
leaks appear at various spots 
in industrial plants, office build- 
ings, and other places heated by 
steam heat or hot water. Every 
mill supply salesman has seen 
hundreds of them. This condi- 
tion is what makes January one 
of the best sales months of the 
entire year for emergency pipe 
clamps. Applied to the leak— 
a 10-year old boy could put one 
on—they make an absolutely 
permanent installation under 
any pressure or temperature. 


BUILDING WINCH BUSINESS 
ON WATER FRONTS 
@ OCEAN HARBORS, lake 
ports, river ports—there are 
thousands of miles of water 
front in the United States where 
tugboats ply, and “Tug Boat 
Annies” hold forth. They have 
the old fashioned capstans as 
equipment. Men walk around 
and around the capstans to wind 
up and unwind. You can’t 
throw slack off from a capstan. 
There are sales possibilities 
on almost every tug. Look at 
this one, where the capstans 
were thrown into the discard 
and hand winches supplied in 
their place—one forward and 
two aft. List around $75 to 
$100 each, with a good discount 
to the distributor. 
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Almost every tug offers sales op- 
portunities for the distributor’s 
salesman. 


The load they are good for is 
1 to 13 tons, single line, in low 
gear. Instead of taking the 
time to unwind as slowly as 
you wind up, as in the case of 
a capstan, throw the winch into 
the 1 to 1 gear and unwind rap- 
idly. 

For snubbing up and towing 
barges, and so on, the hand 
winch has it all over the cap- 
stan. A thorough knowledge 
should be obtained of the speeds, 
capacities, cable capacities of 
the drums, gear ratios, ratchet 
arrangement, braking arrange- 
ment, safety features, and so on, 
and then plenty of sales can be 
made. 


USES FOR WHICH YOU CAN 
SELL PORTABLE BLOWERS 
@ WHEREVER cleaning — by 

blowing or suction—is_ re- 
quired, there is a need for a 
portable blower. The compact- 
ness, ease of operation, simplici- 
ty, and economical operating 
cost, have given the portable 
blower a well-deserved place in 





Its simplicity of operation makes 
the portable blower welcome in 
any engine room. 

































































the list of important industrial 
equipment. That continued 
draught of clean, dry air, at a 
high velocity, yet very low pres- 
sure, assures at once the re- 
moval of accumulations of dust 
and dirt in those out-of-the-way 
places in motors, generators, 
convertors, switches, control 
boards, signal equipment, sew- 
ing, folding, wrapping and pack- 
aging machinery, looms, cotton 
gins, typewriters, calculators 
and business machines, pianos, 
pipe organs, broadcasting equip- 
ment and projection machines. 
The only alternative is a com- 
plete disassembling of such ma- 
chinery at regular cleaning 
periods. 
The risk of fire and dust ex- 
plosion is always present in an 
improperly cleaned or neglected ¥ 
motor or intricate machine. 
There are cases of record where 
a burnt-out motor has meant 
loss of an entire plant through 
fire. Insurance companies will 
raise the point of the efficient 
and periodic cleaning of electri- 
cal equipment, realizing that the 
fire risk due to “hot loads” is 
increased where dust, dirt, fluff 
and other accumulations are al- 
lowed to form on the windings 
and in the housings of motors, 
generators and other electrical- 
ly operated machinery. 
In printing plants, linotype 
and typesetting machines must 
be kept free from dust and 
metal chips. Here the portable 
blower also comes into use in 
cleaning out collections of dust 
in the type cases. It is impera- 
tive that all the equipment in 
the printing plant be kept clean 
if clean work is to be produced. 
Telephone, telegraph and ca- 
ble companies find portable 
blowers useful in cleaning the 
delicate mechanism on _ auto- 
matic switchboards. The com- 
pactness and portability of the 
blower scores a point here since 
one can be readily included in 
the kit of repair men. 
In textile mills, deposits of 
fluff and thread are continually 
forming on the carding ma- 
chines, jacquards, and other ma- 
chinery (Continued on page 56) 
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Pertinent Questions on 








What is the difference 
between a differential 
and a screw hoist? 
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What is meant when a hack saw 
blade is said to be 18-point or 18 
pitch? 








ing, what general rule should be 
followed as regards width or size of 
the file as compared with the depth 
of the teeth to be filed? 


SO 
— —<—== 
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3 In recommending a file for saw fil- 





What colors are commonly used in 

4 the manufacture of welding hose to 
distinguish oxygen hose from acet- 
ylene hose? 




















For what purpose is copper alloyed 
5 with iron and steel in the manufac- 
ture of pipe? ‘ 


Products You Sell 


Can you answer these questions 


about the products you are selling? Have you questions of a 
similar nature which are puzzling you? If so, send them along 
to be included in this section which will be a regular feature 
in future issues. Answers will be found on page 66. 





How many men does 
it take to move a freight car with a car mover? 








For what pur- 
poses are vitrified 
rubbing bricks 
used ? 


What are the indications that too 
8 much speed is being used in metal 
drilling? 
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Are whistle valves used 
for other purposes than 
for whistles? 


10 


What is the reason 
for the pipe scale on 
pipe wrenches? 
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Shall I Buy from the Distributor 


A leading purchasing agent answers 
this interesting question 


Purchasing Agent, Brown & Sharpe Manufacturing Company, 
Providence, Rhode Island. President, National Association 


@ THE question has been often 

asked me if I have a prefer- 
ence for dealing with manufac- 
turers direct rather than with 
distributors. I cannot intelli- 
gently answer this question in 
generalities. I have no prefer- 
ence in the matter beyond the 
preference forced upon me by 
circumstances in individual 
cases. 


To cite an example, I can think 
of a product which I buy regu- 
larly through a distributor, al- 
though the manufacturer solicits 
business direct and calls here 
periodically. I can think of an- 
other product which I buy regu- 
larly from the manufacturer in 
spite of the manufacturer’s ex- 
pressed preference that transac- 
tions be placed through local dis- 
tributors. 


The determining factor in each 
of these two cases happens to be 
the distributor himself. In one 
instance, I find by experience, 
the distributor is anxious and 
willing to take whatever steps 
are necessary to give me service. 
He cheerfully puts in telephone 
calls which save me long distance 
charges. He is always ready to 
come to the factory and discuss 
difficulties; he is cheerful about 
adjustments, and his representa- 
tives are well enough informed so 
that they can serve us. 

In the other case cited, the dis- 
tributor expresses quite glibly 
his ability and desire to serve, 
but experience has shown that it 
means a day or two of delay 
every time we put a transaction 
through him. 
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Or Direct? 


By D. G. CLARK 


of Purchasing Agents. 





D. G. CLARK 


In both of these cases, the price 
of the product is exactly the same 
whether bought direct or through 
the distributor, and the sole de- 
ciding factor is the service which 
the distributor renders. 


Of course, there are other com- 
modities which it is necessary to 
buy from the manufacturer be- 
cause of technical difficulties, and 
so forth, which can be best taken 
care of in direct transactions. 
There are other items on which 
our volume is so small that we 
cannot rightfully expect the 
manufacturer to bother with our 
orders. 


My own convictions are very 
strongly in favor of distributor 
support. I think it would be 
most unfair for me to attempt to 
buy everything possible direct 
from manufacturers and give to 
the distributor only the “riff- 
raff” that cannot be bought di- 






































rect, or which isn‘t of sufficient 
importance for me to contact the 
manufacturer. I believe it is un- 
fair to ask a distributor to carry 
stock to fill the 50 cent orders and 
not give him some of the 50 dol- 
lar orders, when it can be done 
without sacrifice either in price 
or service. 


Unfortunately, some distribu- 
tors make it difficult for me to 
live up to the preference ex- 
pressed in the last paragraph. 
It is also true, I think, that some 
manufactuers very unfairly com- 
pete with their own distributors. 
The result is distinctly to the dis- 
advantage of the distributing 
industry. 


My views on this subject can 
be very briefly outlined as fol- 
lows: 


1.The consumer needs the dis- 
tributor, because— 


a. There are many small 
items which cannot be 
bought, because of quan- 
tity restrictions, from 
manufacturers. 

b. The distributor offers a 
local stock for emergency 
service. 

c. Distributors make possi- 
ble the grouping of many 
small: items into one or- 
der so as to reduce the 
cost of buying, which is 
high with individual or- 
ders for each item. 


2.The manufacturer needs the 
distributor, because— 


a. The sales cost of covering 
all districts is high. 


(Continued on page 58) 

















Rollie Waid, left, sales 
manager, M. L. Derge, 
president, and Earl Wil- 
liams, treasurer, of the 
Trumbull Manufacturing 
Company, Warren, Ohio, 
the officials responsible 
for the success of a fine 
industrial exhibit which 
drew crowds despite ad- 
verse weather conditions. 








TRUMBULL SHOW ATTRACTS 
WIDESPREAD ATTENTION 


@ IN the face of almost continu- 

ous blizzards and icy roads, 
over 2,000 industrials visited the 
Trumbull Manufacturing Com- 
pany in Warren, Ohio, on the oc- 
casion of that company’s indus 
trial clinic and ‘‘open house”’ held 
December 7 and 8. That what 
they found was worth the trip is 
evidenced by their comments 
(not made for publication) which 
ranged from, “Well, I'll be darned 
—I had no idea Trumbull had all 
of this stuff here in Warren,” to 
“Warren should be proud to have 
a concern like this in town and I 
am going to see to it that it gets 
every bit of business from our 
shop.” 

Credit for the success must be 
given to the officials of the Trum- 
bull Manufacturing Company and 
to the 28 manufacturers’ repre- 
sentatives who worked like dogs 
to put it over but most of all, to 
“Rollie” Waid whose efforts over 
a period of several months were 
largely responsible for the fine 
turnout. 

On each day of the exhibit a 
door prize, 20 pounds of live tur- 
key, was given to the holder of 
the lucky ticket. A bountiful 
buffet lunch was served continu- 
ously from noon until 10 P. M. 
Additional prizes were awarded 
by several of the exhibitors. 


12 





Exhibits were staged in the 
Trumbull warehouse and shop 
with unusually good effect. The 
Youngstown Sheet and Tube 
Company operated a miniature 
tube mill and a nail machine; the 
American Asphalt Paint Com- 
pany showed a full line of its 
products; the Behr - Manning 
Company, Victor Saw Works and 
the Johnson Bronze Company all 
displayed samples of their prod- 
ucts to excellent advantage. 

The Republic Steel Corpora- 
tion’s exhibit of stainless steel, 
illuminated with a red spot light, 
attracted wide attention. A dem- 


onstration of pipe cutting by the 
Borden Company’s representa- 
tives drew constant crowds, while 
displays of the Union Drawn 
Steel Company, National Twist 
Drill and Tool Company, Winter 
Brothers Company and The Wil- 
liam Powell Company were be- 
sieged by interested seekers after 
information. 

Bill Stauble of the Holo-Krome 
Serew Corporation, in addition to 
demonstrating his company’s 
new screw, acted as master of 
ceremonies for the awarding of 
prizes. 

Dem- (Continued on page 64) 





R. L. Pierce, left, and C. G. Medley, Republic Steel representatives are seen with 
Fred Bell of Trumbull in the former company’s beautiful stainless steel exhibit. 
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Right: M. L. Derge, Bill Gnann 
and Earl Williams in the Na- 
tional Twist Drill and Powell 
Valve booths. Ralph Crook, 
National representative 
was unfertunately 
chopped off this view. 

He was very much 
in evidence dur- 
ing the exhibit, 
however. 








Above: The Upson- i: oo yy ms Below: The Eagle- 
Walton, Stanley Elec- 3 * , : : ; ; f Picher Lead display 
tric Tool and Linde i328 é 


. = any ; , and that of the 
Air Products exhibits. . + ea es : = United States Rubber 
In the picture, left to . Company are being 
right: Bob Adamson, inspected by several 
George Max, Fred Trumbull employees. 
Bell, Bob Pinkerton, 


A pair of hunting 
Ernie Allen and Owen boots and a dozen golf 
Scott. With the ex- 


balls were given as a 
ception of Messrs. 


prize at the mechani- 
pm pomye angela cal rubber booth. 
all of these men be- 


Both of these booths 
long to the Trumbull attracted an unusual 
organization. 


amount of interest. 


&: " 


A general view toward the entrance. M. L. Derge is seen in the Behr- 
Manning booth, Harry Ahl and Zev Ker in the Youngstown Sheet 
and Tube exhibit, A. Wolke in front of the American Asphalt Paint 
display and E. A. Slosson entrenched behind babbitt metal 
made by Federated Metals Corporation. 


Left: Bob 
Pinkerton, Earl 
White and Roy 
Fenton get the story 
of Union Drawn Steel 
from J. 8. Colbert. R. B. 
Pealer, left, and Al Thorn- 
ton, Borden Company, point 
out advantages of their pipe 
threader to Pat Loughran, 
steamfitter. 
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J. M.C. Seensers Three Meetings 


Buyers of Memphis, Chattanooga and 
Columbus hear survey story at dinner 
gatherings during December 


@ THE Joint Merchandising 
Committee of the Mill Supply 
Business conducted three impor- 
tant meetings with industrial 
buyers during December, making 
a total of eight such meetings 
that have been held since Septem- 
ber, when the new program of 
activities was formulated. 

One of the most resultful meet- 
ings with buyers yet sponsored 
by distributors was that held in 
Memphis on the evening of De- 
cember 13. 

Six distributors were dinner 
hosts to 177 of the most impor- 
tant industrial consumers in the 
Memphis territory in the main 
ballroom of the Peabody Hotel. 

The committee in charge of ar- 
rangements consisted of the fol- 
lowing: Frank Pidgeon of The 
Pidgeon-Thomas Iron Company, 
Incorporated; Richard Alcott, 
Riechman-Crosby Company; T. 
W. Lewis, Lewis Supply Com- 
pany ; R. D. Van Dyke, Jr., Indus- 
trial Supplies, Incorporated; A. 
L. Stamps, J. E. Dilworth Com- 


pany, and Denny Hays, Hays 
Supply Company. 


W. R. Herstein of the Riech- 
man-Crosby Company, and a 
leader in the Chamber of Com- 
merce and Memphis civic work, 
was toastmaster and made the 
address of welcome. He intro- 
duced the speaker of the evening, 
William E. Cain, secretary of the 
J. M. C., who presented the sur- 
vey showing “Why and how dis- 
tributors save consumers money 
on supply requirements — and 
opportunities for further econo- 
mies by greater utilization of the 
distributors’ services.” 


T. W. Lewis, president of the 
Lewis Supply Company, Mem- 
phis, and also of the Southern 
Supply and Machinery Distribu- 
tors’ Association, in commenting 
on the meeting, stated: “We have 
had some complimentary re- 
marks with reference to the 
whole affair. I think it was well 
worth while, and the supply men, 
as well as our customers, feel 


very well satisfied with the out- 
come of the meeting.” 


“The buyers present seemed to 
be very enthusiastic over the ma- 
terial presented and suggested 
that it be an annual event, which, 
of course, is something in the off- 
ing to work on,” wrote J. E. Dil- 
worth, president of the J. E. 
Dilworth Company. 

The large attendance of indus- 
trial buyers from the Memphis 
area at the meeting and their 
attitude provided ample evidence 
of the good will they hold for 
Memphis distributors and their 
salesmen. 


@ THE Columbus Association 

of Purchasing Agents heard 
the JMC Survey at their regular 
monthly dinner meeting Decem- 
ber 10 at the Columbus Athletic 
Club. W. C. Hunter, president 
of The Ross-Willoughby Com- 
pany, arranged the hearing for 
the JMC. The meeting was well 
attended (Continued on page 60) 





Industrial buyers and distributors of Memphis at dinner meeting in Peabody Hotel, when JMC Survey was presented. 
Those present at the speakers’ table, left to right, are: Phil Pidgeon, J. A. Riechman, William E. Cain, W. R. Her- 
stein, J. E. Dilworth, Denny Hays, R. D. Van Dyke, Jr., and T. W. Lewis. 
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HAGERTY TO SPONSOR SHOW 


@ HAGERTY BROTHERS 

COMPANY, Peoria, Illinois, 
has laid plans for an industrial 
exhibit to be held at the Pere 
Marquette Hotel, February 13, 
14 and 15. The exhibit will fea- 
ture power transmission equip- 
ment and is expected to draw 
from 1500 to 2000 visitors, this 
being the first showing of equip- 
ment of this character in the city 
of Peoria. 


Among the manufacturers who 
are planning to exhibit are: Re- 
public Rubber Company, Dia- 
mond Chain and Manufacturing 
Company, La Salle Steel Com- 
pany, Dodge Manufacturing Cor- 
poraton, Williamsport Wire Rope 
Company, Youngstown Sheet 
and Tube Company, Goulds 
Pumps, Incorporated, Alexander 
Brothers, Incorporated, Curtis 
Manufacturing Company, Louis 
Allis Company, Cutler-Hammer, 
Incorporated, Simonds Saw and 
Steel Company, Screw Conveyor 
Corporation, Keystone Lubricat- 
ing Company, Wright Manufac- 
turing Company, National Twist 
Drill and Tool Company, Quigley 
Company, Incorporated, Falk 
Corporation, Johnson Fan and 
Blower Company, Walworth 
Company, Mason Regulator 
Company, Armstrong Machine 
Works, Automatic Primer Com- 
pany and SKF Industries, Incor- 
porated. 

The show will be open each day 
from noon until 11:00 P. M. Ar- 
rangements are being made to 
have motor cars available to take 
each guest to the Hagerty estab- 
lishment for the purpose of in- 
specting offices and warehouse. 

Paul J. Hagerty, president, is 
anticipating an unusual amount 
of interest in the exhibit. He 


JANUARY, 1935 





believes that the opportunity to 
exhibit the lines his company 
represents will be tremendously 
valuable. 


REPETITION IS IMPORTANT 
IN SALES PROMOTION 


@ MANY distributors in dis- 

cussing the problem they face 
in promoting industrial supply 
sales have put the question, 
“What can we say in letters or 
mailing pieces that we haven’t 
said before?” 


They usually go on to say that 
they have pointed out, time after 
time, the value of local stocks, 
the efficiency of their delivery 
service and the availability of 
technical experts of various lines. 
“What good will it to,” they ask, 
“to tell our customers about these 
things again when they already 
are familiar with them?” 

The answer to the above ques- 
tion may be had by a glance at 
the advertisements of any of the 
large national advertisers such 
as the automobile manufacturer, 





the large food companies or the 
like. Each of them repeat certain 
characteristics of their products 
time after time in their advertis- 
ing and we must believe that this 
policy is worthwhile since a sin- 
gle insertion in leading maga- 
zines may cost from $7,000 to 
$10,000. 

Why then should distributors 
assume that their customers are 
thoroughly familiar with the 
services they offer simply be- 
cause they have been told once 
or twice? A spasmodic mailing 
campaign, a few envelope stuff- 
ers or an occasional executive call 
will not do the trick. “‘You’ve got 
to tell ’em and tell ’em often.” 

It has been said, and perhaps 
rightly so, that the principal 
weakness of the mill supply in- 
dustry lays in its lack of mer- 
chandising ability, that its execu- 
tives are service-conscious or 
financial-conscious but are woe- 
fully uninterested in promoting 
sales. Distributors have one 
thing to sell, generally speaking 
—a service. (Turn to page 66) 














A bright, well-arranged sales room, so located that all call-counter traffic must pass 
through it, will pay dividends. The above view was taken on the main sales floor 
of J. E. Haseltine and Company, Portland, Oregon. 
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THREE THOUSAND 


EXHIBIT IN 


"We set out to sell William H. Taylor and Com- 


pany, Incorporated, to 


industry in the valley. 


Through the splendid cooperation of over 60 manu- 

facturers, who assisted with the show, we feel con- 

fident that we have accomplished our purpose," 

says G. F. R. Bahnson in discussing the highly suc- 

cessful ‘open house" held during the week of No- 
vember 19. 


@ IT may be that industrial 

clinics or exhibits sponsored 
by distributors are a waste of 
time and money but it will be 
hard for anyone to convince the 
officials of William H. Taylor 
and Company, Incorporated, Al- 
lentown, Pennsylvania, and the 
plant officials who visited its 
show during the week of Novem- 
ber 19 of the fact. Further, the 
manufacturers’ representatives 
who exhibited their wares, over 
100 in number, were unanimously 
of the opinion that a tremendous 








A detailed explanation of pump per- 

formance is being given by Edgar 

Weaver, pump specialist for the Taylor 
Company. 


An interesting demonstration of the 

Rockwood Drive is in progress. George 

J. Roden and J. F. Jenks are the dem- 
onstrators. 


Carl Meister, Allen Manufacturing Com- 

pany; H. G. Lambert, Walworth Com- 

pany, and J. W. Webster, New York 

Belting and Packing Company, take a 

real interest in showing their exhibits to 

Marie Hummel and Alma Zotter of the 
Taylor Company. 


Right and left-handed “Gedunking” by 

G. F. R. Bahnson, Taylor general man- 

ager; Harry Bell, sales engineer, The 

Walworth Company; W. E. Stevens, 

sales manager, The Walworth Company, 

and R. E. Yoder, secretary-treasurer of 
the Taylor Company. 


Joseph Hazley, sales manager, Jacobs 
Manufacturing Company, picks up a 
few pointers on Keystone greases. 











amount of good promotional work 
has been done for their lines. 

Over 3000 people visited the 
various exhibits which were set 
up in the Taylor store. The 
daily attendance ran between 
500 and 600, with the peak com- 
ing each day between 7:30 P. M. 
and 9:30 P. M. 

Visitors were not only inter- 
ested in exhibits but expressed 
themselves as surprised that the 
local concern had so many dif- 
ferent items in stock. The fol- 
lowing quotations, only a few of 
many, express their sentiments: 
“A wonderful educational ex- 
hibit;” “Surprised that you 
carried so many different lines 
in stock;” “Every demonstra- 
tion was realistic and practical ;” 
‘‘All manufacturers’ representa- 
tives were very obliging and 
courteous.” 

The exhibitors numbered 64, 
10 of whom had men in attend- 
ance throughout the week to 
explain their products. Among 
the companies represented were: 
kK. P. Alexander and Sons Com- 
pany, Abolite Reflector Company, 
Advance Car Mover Company, 
American Blower Company, 
Ames, Baldwin, Wyoming Shovel 
Company, American Pulley Com- 
pany, American Non-Gran 
Bronze Company, Alemite Cor- 
poration, The Bassick Company, 
Behr-Manning Company, Borden 
Company, Brown and Sharpe 
Manufacturing Company, Bryant 
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Electric Company, Bethlehem 
Steel Corporation, Bonney Forge 
and Tool Works, Byron Jackson 
Company, Cleveland Rock Drill 
Company, Cleveland Twist Drill 
Company, Cling-Surface Com- 
pany, Coffing Hoist Company, 
Columbian Vise and Manufactur- 
ing Company, Crouse Hinds Com- 
pany, Dayton Safety Ladder 
Company, Delta File Works, De- 
troit Belt Lacer Company, Econ- 
omy Fuse and Manufacturing 
Company, General Electric Com- 
pany, Goulds Pumps, Incorpo- 
rated, Habirshaw Wire and Cable 
Company, Jacobs Manufacturing 
Company, Keystone Lubricating 
Company, Keasbey and Mattison 
Company, Link-Belt Company, 
A. S. Marlow, Madesco Tackle 
Block Company, Norton Com- 
pany, National Products Com- 
pany, Pike Manufacturing 
Company, Phelps Dodge Copper 
Products Corporation, Quigley 
Company, Republic Steel Corpo- 
ration, Rockwood Manufacturing 
Company, Rockwood Sprinkler 
Company, Simplex Wire and Ca- 
ble Company, SKF Industries, 
Stanley Electric Tool Company, 
Sterling Wheelbarrow Company, 
Strong, Carlisle and Hammond 
Company, Schramm, _Incorpo- 
rated, Skinner Chuck Company, 
Service Station Equipment Com- 
pany, Thomas and Betts Com- 
pany, Trimont Manufacturing 
Company, Trumbull Electric 
Manufacturing Company, U. S. 
Gauge Company, Walworth Com- 
xany, Wickwire-Spencer Steel 
Corporation, Witt Cornice Com- 
pany, Yale and Towne Manufac- 
turing Company and the Youngs- 
town Sheet and Tube Company. 

G. F. R. Bahnson, vice-presi- 
dent and manager, in speaking 
of the exhibit, said, ““The mill 
supply distributor has two major 
problems: 1. To build up a stock 
of first-class merchandise and 2. 
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To accomplish its turnover. The 
first one is easy but the second 
has caused us all plenty of head- 
aches. 

“There are several ways to 
make sales. You have your out- 
side and inside salesmen, adver- 
tising in all its printed forms, 
telephone calls and catalogs. Un- 
fortunately, these are not suffi 
cient to acquaint the buyer with 
all that you can offer him. The 
majority of our customers do 
not go out shopping and they 
cannot know what a variety of 
merchandise is available at the 
distributor’s warehouse. 

“For two months we have 
been working up a real mailing 
list. We included in that list 
every key man in every industry 
in our valley. They were all in- 
vited to come in and look us 
over. 

“We set out to sell William H. 
Taylor (Continued on page 62) 








A group of manufacturers’ representa- 

tives interrupted in the midst of a lusty 

roar during the Lions’ Club luncheon 

held in the Taylor Building during the 
exhibit. 


Marthinson, Stanley Electric Tool Com- 

pany, left, and Jack Hagar, Delta File 

Works, vie for visitors’ interest with a 
Unishear and a file-testing machine. 


Manufacturers’ representatives at the 

Taylor show are pictured with Taylor 

officials. All expressed themselves as ex- 

tremely well satisfied with their week’s 
work. 


A group of power plant engineers 

watches William Rost of the Walworth 

Company weld a Walseal fitting to a 
piece of pipe. 


The sales personnel of the William H. 

Taylor Company, left to right: Jim 

Bachman, Charles Eck, G. F. R. Bahn- 

son, C. 8S. McElyea, Earle W. Hoats, 

L. E. Kellow, Edgar Weaver and R. E. 
Yoder. 














THE TREND OF SUPPLY SALES 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR NOVEMBER, 1934 
100 = Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—Solid Black Line 


Sales Indicator for November drops to 63.8, paralleling 
1933 trend. Further decrease expected in December. 


@ RECEDING slightly from its October position, 

the Sales Indicator for November reads 63.8, as 
compared with 68.5 the previous month. The de- 
crease was by no means uniform in all sections of 
the country, the reporting distributors in the North 
Atlantic States forcing that Indicator from 58.0 
in October to 68.1 in November, while the Pacific 
Coast Indicator was rising from 62.6 in October to 
68.1 in November. 

However, in the Southern States, sales or lack 
of them, dropped the Indicator from 78.1 to 76.2; 
the November index for the Middle Western States 
reads 52.4 as compared with 64.1 and the Western 
Indicator drops to 60.0 from 70.8. 


The average number of orders received by 40 
reporting houses during November was 1770 as 
compared with 1716 in October. This represents 
an average of 70.9 each working day as against 61 
in October. The average-sized order during No- 
vember was only $13.21, however, whereas it was 
$15.85 in October. It would appear, therefore, that 
the drop in volume was not so much the falling off 
in number of customers but rather in the size of 
each customer’s orders. 

It is likely that December sales will be slightly 
less than November, what with fewer working days 
and the tendency to reduce expenses for the sake 
of annual statements. 








NOVEMBER, 1934 


Average No. of orders received per house during month—1770 
Average No. of orders received per house on each working day—70.9 
Average size of order, all houses—$13.21 
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NORTH ATLANTIC STATES 


Reversing the 1933 trend, November sales among Eastern distributors force 
the Sales Indicator for this section to 68.1 from 58.0 in October. The aver- 














| «| 11 Le age order reported for the month was for $12.10 as compared with $14.40 in 
ee wee October. 
SOUTHERN STATES 
: Cia | eee After an increase in October, the Indicator for the Southern States eases 
q ttt off slightly to 76.2 from 78.1 in October. The size of the average order like- 
SS. 2 a wise slipped, from $17.56 in October to $15.11 in November. 








MIDDLE WESTERN STATES 


Quite a sharp decrease in sales pushes the Sales Indicator for this section 
to 52.4 in November from 64.1 in October. This places the 1934 November 
curve almost equal to that in 1933. The size of the average order in this sec- 
tion for November was $12.69 as compared with $15.81 in October. 








WESTERN STATES 


Following the trend in the country as a whole, the Sales Indicator for the 
Western States recedes from 70.8 in October to 60.0 in November. The size 
of the average order, however, picked up from $6.13 in October to $13.60 in 
the latter month. 








PACIFIC COAST STATES 


The steady climb of business in this section remains unbroken as the Sales 
Indicator reads 68.1 for November after registering 62.6 in October. Oddly 
enough, the size of the average order during November was slightly smaller, 
being $15.10 in November against $15.90 in October. 
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Selling the Industrial Buyer 
Osborn Wire Wheels 


One of a series of informative articles to help 
“brush conscious” salesmen in the further 
development of the industrial brush market 


A “brush conscious’’ sales- 
man recognizes that every 
inquiry for wire wheels offers 
him an opportunity to 
render a real service to 
his prospect or customer. 


The wide scope of uses 
for Osborn Master 
Wheels makes it possible 
to interest many in- 
dustrial buyers in their 
distinctive advantages 
and broad utility. 


‘These advantages can 
best be appreciated by 
an understanding of the 
unique construction of 


Master Wheels. 


Kvery detail of construction 
is based on sound engineer- 
ing principles that assure 
maximum performance and 
utmost durability. On the 


EVERY INDUSTRIAL PLANT 1S 
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A PROSPECT FOR O 


{rticle Number 4 


page opposite is a concise 
digest of their construction 
features. 





While Osborn Master Wheels 
are rightfully known as the 
“brushes of a thousand uses” 
they are not of universal 
application. The “brush 
conscious” salesman, when 
confronted with a new or 


unfamilar operation, should 

refer to the Wire Wheel Data 

Pages in the Osborn Catalog. 
In these twelve un- 
usually helpful pages he 
will find specific infor- 
mation which will enable 
him to make an expert 
recommendation of 
exactly the right type of 
wheel or section best 
fitted to his customer’s 
need. 


Osborn Master Wire 

Wheels and other types 

furnish constant op- 

portunity for “brush 

conscious” salesmen to 
build up solid good will with 
their customers and justify 
repeat orders. 


THé Os80RN MANUFACTURING COMPANY 
5401 Hamilton Ave Cleveland, Ohio 


Sales Branches 


New York - Detroit - Chieaso - San Francisco 
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NE OR MORE TYPES OF OSBORN BRUSHES 
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The cut-away view of the Osborn Master Whee! 


illustrates the patented hub construction of 8-, 


10-, 12-, and 15-inch diameter wheels, which are 


the sizes most generally used in’industrial plants. 
The 4- and 6-inch sizes have a hub construction 


To assure perfect concentricity in operation at 
any speed every Osborn Master Wire Wheel 
Brush is individually tested for commercially 
perfect balance. When an Osborn Master Wire 
Wheel wears unevenly it is a signal to check up 


OSBORN MASTER WHEELS 


the alignment of the bearings and shaft of the 


rhic cc Py > 7 y » I- re ‘7Ac t e . ° ° ° ° 
which is different from that of the larger sizes o! equipment on which it is used. Misalignment 


Master Wheels but is equally convenient in 
application. 


can reduce the useful life of a brush as much as 
30 per cent. 








Only specially crimped wire 
is used in Master Wheels 
because this kind of wire is 
less subject to fatigue ( crys- 
tallization). 


All sizes of Master Wheels 
have a_ standard 2-inch 
opening into which adapt- 
ers are snapped to fit any 
size of arbor. 











(The adaptability feature 
of Osborn Master Wheels 
permits the distributor to 
give prompt service from 
stock with a minimum in- 
vestment in inventory. ) 





Osborn Master Wheels have 
a maximum density of wire 
to secure the following re- 
sults: 








With each revolution of the 
Master Wheel, a_ greater 
number of ends of wire 
strike the surface of the ob- 
ject worked upon thereby 
speeding up the operation. 


The maximum density of 
the face of the Master 
Wheel not only gives a 
more effective working sur- 
face but minimizes the 
bending action of the wire 
and prolongs the life of the 
brush. 





Note the “teeth” or prongs 
which prevent the wire sec 
tions from slipping in the 
hub. 























(Alt left 

A Master lWheel 
mounted on a 
stationar 
grinder. 


(At right) 

| Master Wheel 
mounted on a 
portable tool. 
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TEN YEARS AGO IN MILL SUPPLIES 














TONES COR- 
RECTLY WAS ESP IWADSEN'S CHIEF PLAN 
TEN YEARS AGO THIS TIME. ON DECEM- 
BER 1ST 1924 THE PERTH-AMBOY HARD- 
WARE CQ OF AMBOY Nu. BROKE GROUND 
FOR IT'S PRESENT QUARTERS. 




















DLES NOW, THE BIRTHDAY CAKE TASTES 
JUST AS SWEET TOALVIN SMITH AS 
IT DID TEN YEARS AGO WHEN MILL 

SUPPLIES ANNOUNCED HIS S5OT# BIRTH- 
DAY. ALVIN'S HOST OF FRIENDS HOPE 
HELL GET JUST AS BIG A KICK OUT 
OF HIS 100TH CAKE. 














THE ELECTION OF Bd GASPER 
TO THE BOARD OF DIRECTORS OF 
PITTSBURGH'S PURCHASING 
AGENT'S ASSOCIATION WAS “HEAD- 
LINE” NEWS (N JAN, 1925, 

















BEN YEARS AGo TW, Lewis 
WELDED THE GEWIS &uPPLY Go, OF BEL- 
ENA, ARK., AND &. . BRowN Go. OF GIEM 
PHIS ENN, INTO ONE ORGANIZATION 
UNDER THE NAME OF GEWIS-BROWNGo. 
ENC. WITH HEADQUARTERS IN DJEM- 
PHIS.DAR. HEWIS COMPANY IS AGAIN 
KNOWN AS THE §E Wis SUPPLY GO. 








22 





MILL SUPPLIES 




















eee 


Qe 


XUM 





4 = 





SELL BEARING METALS OF 
ESTABLiSHED 


| 


REPUTATION 
Wes you stock Bunting machined 


and centered 13-inch bronze bars and Bunting 
Anti-Friction Metal you are stocking a name as 
well as a product. 


The big volume consumers of these prod- 
ucts and of bearings made from them have 
known, respected and specified Bunting bush- 
ings and bearings for years, for the scientific 
and metallurgical leadership expressed by the 
most modern organization of its kind in the 
world. 


The 13-inch length of a Bunting bronze bar 
permits the machinist to cut multiples of stand- 
ard bushing lengths without the excessive waste 
that results from 12-inch bars. All Bunting bars 
include sufficient stock on the O.D. to permit 
finishing to the size stamped on the bar. Every 
bar is machined and centered. 


Bunting Anti-Friction Metal yields the 
lowest co-efficient of friction of any general 
purpose Babbitt. Assures practically oil-less 
operation. Non-adhesive, close grain and abso- 
lute uniformity are other advantages. 


Bunting products are adequately and 
consistently advertised in all leading trade pub- 
lications and sold through leading mill supply 
wholesalers under a sound and constructive pol- 
icy of limited distribution. Write for further 
details. 


THE BUNTING BRASS & BRONZE COMPANY 
TOLEDO, OHIO Branches and Warehouses in All Principal Cities 


BUNTING 


BRONZE BUSHINGS - BEARINGS 
MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 
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CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.—Manufacturers' Codes Interpreted—Code 
Authority Activities—Regional Group News—Cost Determination Data— 


Price Filing Information 
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NEW CODE AUTHORITY 
ELECTED 


@ ON December 10 the code 

authority of the Industrial 
Supplies and Machinery Dis- 
tributors’ Trade met in New Or- 
leans. At that meeting the bal- 
lots of members of the trade on 
members of the new code au- 
thority were opened and tabu- 
lated. Members of this govern- 
ing body, as now constituted, 
are: B. H. Ackles, The Rayl 
Company, Detroit, Michigan; P. 
A. Converse, Marshall-Newell 
Supply Company, San Francisco, 
California; Charles E. Curtis, 
The Western Iron Stores Com- 
pany, Milwaukee, Wisconsin; J. 
R. Kelley, Manning, Maxwell 
and Moore, Incorporated, Jersey 
City, New Jersey; John L. Pitts, 
Brown-Roberts Hardware and 
Supply Company, Alexandria, 
Louisiana; H. E. Ruhf, Cleve- 
land Tool and Supply Company, 
Cleveland, Ohio; W. T. Ryan, 
Cutter, Wood and Sanderson 
Company, Cambridge, Massa- 
chusetts; and Alvin M. Smith, 
Smith-Courtney Company, Rich- 
mond, Virginia, 

All of the above have served 
on the Code Authority during 
the past year except Messrs, Con- 
verse, Kelley and Ryan, who re- 
place William T. Todd, Jr., H. V. 
Waterman and Herbert Edge on 
the membership. 


TRADE APPROVES PROPOSED 
AMENDMENTS 

@ A TABULATION of votes by 

members of the Industrial 
Supplies and Machinery Distrib- 
utors’ Trade at the New Orleans 
meeting of the Code Authority on 
December 10, showed a majority 
to be in favor of the three amend- 
ments which the Code Authority 
proposes submitting to the Na- 
tional Recovery Administration 







cy... 





ee 
“ 
«“@ 


: 


{4 


es AS 


be 
A 
wy 


A 3 


, ; 
” +4 A w “ : 
"a a 


# Ms 





, 3 Rs . ; 2 
‘ ~ Y fe : 4 “2 


* 


Recent picture of the retiring Code Authority for the Industrial Supplies and 

Machinery Distributors’ Trade. Recently elected members, not shown in this pic- 

ture are: P. A. Converse, Marshall-Newell Supply Company; J. R. Kelley, Man- 

ning-Maxwell and Moore, Incorporated; and W. T. Ryan, Cutter, Wood and 
Sanderson Company. 


for approval (see MILL SUPPLIES, 
December, for text of amend- 
ments). 

These amendments, or rather 
two amendments and an addi- 
tion, have to do with sales below 
cost, price filing and regional 
area assessment and should not 
be confused with the amendment 
already being considered by the 
Recovery Administration deal- 
ing with a new definition of a 
member of the industry. Date 
for public hearing has not been 
set. 


CODE AUTHORITY PETITIONS 
FOR HOUR AND WAGE 
CHANGES 
@ CONSIDERABLE | dissatis- 

faction having been expressed 
by members of the trade in all 
sections of the country over cer- 
tain of the hour and wage provi- 
sions in the Code of Fair Compe- 
tition for the Industrial Supplies 
and Machinery Distributors’ 
Trade, as compared with more 


favorable provisions included in 
the Wholesaling and Distribut- 
ing Code, the Code Authority, at 
its New Orleans meeting, unani- 
mously approved a resolution to 
petition the Recovery Adminis- 
tration to amend Articles III and 
IV of the Code to conform with 
similar provisions in the Whole- 
sale Code. 


COORDINATING COMMITTEE 
APPOINTED 

@ A COORDINATING commit- 

tee, consisting of Alvin M. 
Smith, Smith-Courtney Compa- 
ny, Richmond, Virginia, Chair- 
man; William T. Todd, Jr., Som- 
ers, Fitler and Todd Company, 
Pittsburgh, Pennsylvania; and 
Ernest Howell, Capital City Sup- 
ply Company, Charleston, West 
Virginia, was appointed at the 
last meeting of the Code Author- 
ity to discuss and, if possible, 
arrive at a satisfactory adjust- 
ment between the code of fair 
competition for the Industrial 
Supplies and Machinery Distrib- 
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= ANNOUNING== 


Another New Sales Builder for— 





The New 


COFFING 
HOIST 


Not only new—but radically 
different! 


Outstanding in its up-to-the- 








DISTRIBUTORS 


She 
COFFING 


BALL BEARING 


! minute construction, ease and 
handiness of operation and gen- 
f 


SPUR GEAR 
GRAVITY 


HOIST 


featuring 


High Speed—Free Chain—Quick 
Adjustment — Light Weight — Ball 


uine economy. 


Announced at exactly the 
right time—now—with plants 
} everywhere re-equipping. 


The Coffing Ball Bearing, 
Spur Gear, Gravity Hoist is so 
constructed that the load is 
lowered by gravitation at the 
desired speed by simply pulling 
| on rope to release clutch. Can 



























be stopped at any position. Bearings—Load Chain That Will Not 
| Tangle. 
Frame and hand chain wheel made of malleable * 

iron, with hooks of special drop forging, heat treated; 

load chain, special Diamond chain tested to 8,000 lbs. 
’ single strand; gears of special heat treated steel; and Completely rounds out the Coffing Line of 
hand chain, standard 3/16” link chain. Made at pres- . ‘ ‘ : 7 
oats Uh, tee onl Sten de. Low chain and electric hoists. Provides the op 

priced. Like other Coffing Hoists—one portunity to sell the right hoist for any and 
| man operated. eee every application—at a price that will im- 


Many distributors are 
cashing in on the very evident merits 
of the Coffing Hoist Line. Our sales 
through distributors are increasing 
day by day. Investigate your oppor- 
tunities with Coffing Hoists NOW. 


1 The Electrie Coffing 
Hoists: Capacities: “4. '/2. 
1 and 2 tons. Weights: 75 
to 85 Ibs. 


2 Model A—% ton, 
Weight: 14 Ibs.,and Model 
F—i/2 ton; Weight: 25 
Ibs. 








3 Model F. T. Capacity: 
3 tons; Weight: 34 Ibs. 





4 Model Z—Capacity: 6 
tons: Weight: 65 Ibs. 





No. | = 


| COFFING HOIST CO. 


319 E. VAN BUREN ST. SS DANVILLE, ILL. 
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utors’ Trade and that for the In- 
dustry of Wholesaling Plumbing 
and Products, Heating Products 
and/or Distributing Pipe, Fit- 
tings and Valves. The definition 
contained in the latter code as to 
what constitutes a member of 
the industry is in obvious con- 
flict with that contained in the 
former. 


REVISED BUDGET PROPOSED 


@ THE Code Authority for the 

Industrial Supplies and Ma- 
chinery Distributors’ Trade has 
submitted a revised budget and 
basis of contribution to the 
National Industrial Recovery 
Board. This budget is to cover 
the period from December 8, 
1934, to December 7, 1935. 

The basis of contribution is as 
follows: for annual sales less 
than $75,000, a contribution of 
$20; for sales from $75,000 to 
$150,000, $30; from $150,000 to 
$500,000, $40; and over $500,- 
000, $50. Criticisms, objections 
to or suggestions concerning the 
method of payment or the 
budget, which appears elsewhere 
in this section, had to be sub- 





Meeting of the credit group of the Central States Mill Supply Club. Left to right, 
standing: Charles Karman, William Wallace and Sons; R. E. Nelson, Great Lakes 
Supply Company; Norman Durrie, Central States Mill Supply Club; Oscar Iber, 
O. Iber Company; A. Beaufils, H. Channon Company, and M. L. Holland, McMaster- 
Carr Supply Company. Seated, left to right: H. G. Haarz, Charles H. Besley and 
Company; W. M. Dahlin, W. J. Holliday and Company; E T. Larson, W. D. Allen 
Manufacturing Company; L. D. Stolley, B. R. Paulsen and Company; 8. H. Clark, 
Samuel Harris and Company, chairman; Elizabeth Williams, Central States Mill 
Supply Club; F. G. Williams, Pedersen Brothers Tool and Supply Company; J. G. 
Christie, Barrett-Christie Company, and Fred A. Pulver, Pulver Machinists Tool 

















PROPOSED REVISED BUDGET 
AND 
BASIS OF ASSESSMENT 
Code Authority Expenses 
A. Salaries: 
NE iad peiinmsnsneioe aha None* 
Corresponding Secretary $3,600 
Clerical Employees ..................... None* $3,600 
B. Office Expenses: 
Long Distance Telephone and Telegraph $ 400 
ESS IEE A ae LE AO et 800 
III cardio sis sacshapaisiisenecunictenienc: ae sights Siediaa 1,800 
Mimeographing and Printing..................................-------- --. 600 
Rent, Light, Heat, Local Telephones, Office Equipment 
2 | ERE eae one* $3,800 
C. General Expenses: 
Traveling Expenses of Code Authority Members...... : $5,000 
Traveling Expenses of Code Authority Employees............ 1,000 $6,000 
D. Incidental Expenses: 
I a scalp deb tinedeiniesbascdexnanabissin<gumclalgepiiandonscabel $ 400 
Accountants’ Fees a 
Miscellaneous .... .... 1,200 $1,800 
* $15,200 
Recapitulation of Expenses: 
Salaries ............ $3,600 
Office Expenses . 3,800 
General Expenses ; ; P 6,000 
Incidental Expenses 1,800 
$15,200 
*Items marked “None” contributed by the 
National and Southern Associations. 











Company. 


mitted to Deputy Administrator 
Frank A. Hecht prior to Decem- 
ber 26, 1934. 


It is understood that the Code 
Authority, in communication 
with the National Industrial Re- 
covery Board has suggested some 
changes to the budget and meth- 
od of contribution. These, of 
course, will be considered before 
final approval is given. 


CODE AUTHORITY MEMBERS 
APPOINTED 


@ THE National Industrial Re- 

covery Board has approved 
the naming of G. B. Durell, 
American Fork and Hoe Com- 
pany, W. D. Disston, Henry Diss- 
ton and Sons, Incorporated, H. 
D. North, Ferry Cap and Set 
Screw Company, and W. M. Goss, 
Scovill Manufacturing Company, 
among others recently elected to 
the Code Authority of the Fabri- 
cated Metal Products Manufac- 
turing and Metal Finishing and 
Metal Coating Industry. 
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| I Again .... 
_— FNCU LE 
Al Revolutionizes 
\ alehite 

| Dp Trucks 


— 





ERE'S a sensational new hand truck—sensa- Another thing—the nose iron is placed over the 
tional in design and engineering. The Fair- handle straps instead of being welded to them. 
banks No. 9000 Truck is a steel truck and a wooden = This adds to their strength and makes it easy to re- 
truck all in one. It is so rugged that it should last a place the nose iron. 
| life time. 


Wheel guards are of the continuous type and 

Steel straps extend the full length of the handles integral with the lowest cross bar. The axle is 
on the front and back of the wooden frame. Chan- placed directly back of the cross bar and serves 
nel-shaped pressed steel cross bars fit into rab- as a brace to the truck frame. Axles are over- 
beied depressions in the top of the handles, to sized, high-carbon steel. Legs are convex-shaped 
which they are rigidly bolted. No mortises in the and well braced. 


handles to weaken them. Lock washers are used Throughout, every part is designed for long life. 


When desired, trucks can be equipped with ru 
Tests show that this construction is many times ber-tired wheels—with roller bearings and Zevrk 


throughout. 


stronger than mortise-and-tenon construction. And lubrication—to eliminate noise and insure easy 
: although this truck possesses great flexibility, its operation. 
maximum deflection is far greater than trucks of a Write for new hand truck catalog showing types 
similar type. cceusiial ‘ , 
for all conditions, or simply mail the coupon. 


Even with the additional steel in this new truck, 














it weighs about the same as full-strapped wood 





si MAIL COUPON TODAY! 
. THE FAIRBANKS COMPANY, : 
19 East 4th St., New York, N. Y 
THE FAI RBANKS COMPA NY ; pov nate obligation on our part, kindly send a copy of ' 
Manufacturers of Trucks, Wheelbarrows and Valves : eu ateiaihtiaial iiss 
Name 
19 East 4th St., New York, N. Y. } ae : 
Boston, Pittsburgh—Distributors in Principal Cities a ue : 
City ‘ State o 
a a 
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The new industrial supply catalog now being distributed by W. H. Kiefaber 
Company of Dayton, Ohio, is another Donnelley repeat order. 


1935 is Half Gone 


lr YOUR sales and profits are to have 
the powerful aid of a new general catalog during the last 
half of 1935, it is time to start the book at once. 
It is not possible to get a carefully compiled new 
general catalog ‘‘off the shelf’. 


During the past thirty days, more distributors of 


supplies have made appointments with us to lay out 
new catalogs than in any other month in the last four 
years. 


Would you like to capitalize on the improving indus- 


trial activity. Full information, without obligation. 


The 


Press 


R. R. DONNELLEY & SONS COMPANY 


350 EAST 22ND STREET. CHICAGO 


Lakeside 


28 





Also approved by the Board 
were the following members of 
the Code Authority of the Tool 
and Implement Manufacturing 
Industry: M. A. Coe, Stanley 
Rule and Level Plant; A. C. 
Haeffner, David Wadsworth and 
Son; A. E. Newton, The Collins 
Company; H. W. Conairs, War- 
ren Axe and Tool Company; R. 
Harte, Ames, Baldwin, Wyoming 
Company; G. B. Durell, Ameri- 
can Fork and Hoe Company; and 
D. S. Vaughan, Vaughan and 
Bushnell Manufacturing Com- 
pany. 


CODE AUTHORITY MEMBERS 
APPROVED 


@ THE following members of 
the Code Authority for the 
Vise Manufacturing Industry 
were approved on November 26 
by the Recovery Administration: 
P. D. Wright, Reed Manufactur- 
ing Company; R. J. Simmons, 
Rock Island Manufacturing 
Company; H. F. Seymour, Co- 
lumbian Vise and Manufacturing 
Company; C. S. Parker, Charles 
Parker Company; M. Kessler, 
Athol Machine and Foundry 
Company; and W. S. Swift, 
American Scale Company. 
Named on the same date were 
the following Code Authority 
members for the Pipe Tool Man- 
ufacturing Industry: P. D. 
Wright, Reed Manufacturing 
Company; B. I. Ashman, The 
Armstrong Company; Warner 
Bacon, Erie Tool Works; Horace 
Armstrong, The Armstrong 
Brothers Tool Company, and 
Roger Tewksbury, The Oster 
Manufacturing Company. 


TRADE PRACTICE COMMIT- 
TEE NAMED FOR CHAIN 
INDUSTRY 


@ THE following members of 

the trade practice complaints 
committee for the Chain Manu- 
facturing Industry have been 
approved by the National Indus- 
trial Recovery Board: F. A. 
Bond, The McKay Company; D. 
S. Brisbin, Columbus-McKinnon 
Chain Corporation; L. D. Cull, 
Cleveland Chain and Manufac- 
turing Company; F. G. Hodell, 
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THE CHAMPIONS OF CHAMPION 


Goodyear Conveyor Belts 





G.T.M.-SPECIFIED 






COpmEAR CONVEYOR BELT 


FOR CHAMPION COATED PAPER COMPANY 


HAMILTON, OHIO 


? TAIL PULLEYS 


~*~ 20 






14 years’ service record makes 
strong sales ammunition for 
Goodyear Distributors 


r THE great modern plant of The Champion 
Coated Paper Company at Hamilton, Ohio, three 
veteran conveyor belts have quietly proved them- 


selves champions by every test of belt performance. 


Back in 1920 the G. T. M.— Goodyear Technical 
Man — was called to Hamilton and consulted about 
belts for the conveying system handling the fine clay 


used in giving Champion papers satin-smoothness. 


Carefully considering all factors the G. T. M. recom- 
mended a 5-ply Goodyear Conveyor Belt, 18” wide 
by 167‘ long, for the incline conveyor. Another 
1372’ long for the distributing conveyor, and a 
third, 14” wide by 1440’ long, 4-ply, for the re- 
claiming conveyor. These belts were built to speci- 
fication and installed in late 1920 and early 1921. 


Tod. .after rolling on their appointed rounds, day 
after day, month after month, for some 14 years— 
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set record in world’s 
largest coated paper mill 


INCLINE 


omen. As am 208} 


18 WIDE,1670 LONG 


5 PLY 


=o} 


Installed 1920— and still on the job 


after moving nearly seven hundred million pounds 
of clay — these three belts, while somewhat worn 
to be sure, are still good for another year of stal- 


wart service. 


To get business today, you have to prove you can 
“deliver the goods”— and facts like these are the 
best evidence any P. A. could ask. That’s why 
Goodyear Distributors are steadily increasing their 
sales—that’s why it wiil pay you to inquire if there is 
an opportunity for you to be a Goodyear Mechani- 
eal Rubber Goods Distributor. Write today to 


Goodyear, Akron, Ohio, or Los Angeles, California. 


BELTS 


MOLDED GOODS 
HOSE + PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 





IN RUBBER 
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This Message is Uddvesbed bo Lunkenkeime' 


The Lunkenheimer 
Conception of Loyalty 


Distibulors and Shei Salesmen. 


°L 
UNKENHEIMER distributors and 


their staffs, in our conception, consti- 
tute integral parts of the Lunkenheimer 
organization. 


Our interest extends far beyond a 
rigid protective policy and sales assist- 
ance. It is manifest in the form of a 
personal loyalty to each house, and to 
each individual in our distributor group 
who is in any way connected with the 
merchandising of Lunkenheimer prod- 
ucts. 


The success in maintaining our posi- 
tion of leadership is dependent upon 
the success of our distributors and their 
organizations in selling our lines, and 
the existing happy relationship is an 
obviously natural development. At the 
same time, it is reassuring to you to 
know that our interest in you is not the 
“fair weather” kind, but rather a sub- 
stantial loyalty that carries on when the 
going is rough and you need the confi- 
dence and support of your manufac- 
turers. 


This message gives us the pleasurable 
opportunity to extend to all our dis- 
tributors and their personnel our sin- 


cere wishes for a happy and bountiful 
1935. 


THE LUNKENHEIMER SO 


—="QUALITY = 
CINCINNATI, OHIO. U.S. A. 


NEW YOR 50 BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 
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D. 8. Brisbin, Columbus-McKinnon 
Chain Corporation, right, who has been 
chosen as a member of the Trade Prac- 
tice Complaints Committee of the 
Chain Manufacturing Industry. 





The Chain Products Company; 
A. Kurz, Western Chain Prod- 
ucts Company; E. Lettman, Nix- 
dorff-Krein Manufacturing Com- 
pany; E. W. Taylor, S. G. Taylor 
Chain Company, and A. P. Van 
Schaick, American Chain Com- 
pany. 


| NEW REGIONAL COMMITTEE 





MEMBERS APPROVED 


@ The election of new members 

of the regional committee for 
the Virginia-North and South 
Carolina area was approved by 
the Code Authority at its New 
Orleans meeting on December 10. 

E. L. Parker, Taylor-Parker 
Company, Incorporated, Nor- 
folk, Virginia, has been elected 
to replace J. A. Beasley, re- 
signed, and T. A. Stone, Poe 
Hardware and Supply Company, 
Greenville, South Carolina, has 
replaced R. B. Rowland, who also 
resigned. 


WIRE ROPE CODE INTERPRE- 
TATION MADE 


e An interpretation has been 

rendered by the National In- 
dustrial Recovery Board on the 
following question, “Do the pro- 
visions of the Supplementary 
Code of Fair Competition for the 
Wire Rope and Strand Manufac- 
turing Industry apply to a dis- 
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| IN BUILDING SALES WITH 
THOR ODISTRIBUTORS 


@ Thor maintains the largest sales organization of any man- 


ufacturer in the electric tool industry and Thor salesmen 
make well over 100,000 calls a year on American industry. 
That's tangible evidence of the way Thor works in co-opera- 
tion with Thor distributors to open new markets and build 
more sales. The shadow of a Thor jobber is behind every 
call, for the Thor sales policy calls for complete distributor 


representation. 


Son 


TOOLMAKERS SINCE 1893 


INDEPENDENT PNEUMATIC TOOL CO. 


G00 WEST JACKSON BOULEVARD 
| NEW YORK CHICAGO SAN FRANCISCO 
$ 
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eo e e a correct 
SEALING COMPOUND 
for every 
type of joint 






With this unus- 
ually complete line 

of sealing compounds, 
you can give your dealers 
just what they need. Think 
of thisadvantage.. 


Oth one watin PROOF 


hab! iT 
.asealingcom- 
pound for every purpose. It gives you, 
as a distributor, a chance to make real 
profit because today more than ever before manufacturers 
realize that pipe joint leakage is one of the outstanding 
wastes in industry. Write today for complete information 
about jobber franchise, discounts, etc. We will be glad to 
give youcomplete information or have representative call. 


Sold through reputable jobbers everywhere. 


KEY BOILER EQUIPMENT COMPANY 
2621 McCASLAND » 












EAST ST. LOUIS, ILL. 





tributor who sells’ industrial 
products which have been con- 
signed to him by the manufactur- 
er thereof?” 

The interpretation reads, “no; 
provided no direct agency rela- 
tionship exists between the man- 
ufacturer and the consignee.” 


RUBBER CODE AMENDMENT 
APPROVED 


@ THE National Industrial Re- 

covery Board, on December 
20, announced its approval of an 
administrative order making 
uniform throughout the Rubber 
Manufacturing Industry code 
provisions prohibiting members 
from selling below individual 
cost, except to meet a competi- 
tor’s price in good faith. 

Four of the industry’s supple- 
mentary codes formerly con- 
tained costing provisions pro- 
hibiting members from selling 
below the cost of the most effi- 
cient producer. 


HEARING ON PRICE FIXING 
SCHEDULED 

@ THE National Industrial Re- 

covery Board has announced 
a series of public hearings at 
which there will be consideration 
of proposed modifications or con- 
firmations of policy on major 
problems now confronting it. 
The first of these hearings will 
be on the subject of price fixing. 
The present position of the Board 
on this subject is as follows: 
“That in the usual case it is in- 
consistent with the most effective 
functioning of our industrial sys- 
tem to have in or under codes of 
fair competition price fixing in 
the form of permanent schedules 
of minimum prices, with or with- 
out mandatory costing systems 
for the purpose of establishing 
minimum prices. That the Board 
recognizes the value of permis- 
sive cost systems, emergency 
price provisions and the dangers 
to the economic structure of de- 
structive price cutting. It also 


recognizes that minimum prices 
may be proper for the normal 
operations of certain types of 
industries, but, in such cases gov- 
ernment supervision and control 
would naturally tend to be in- 
creased.” 
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In the past year Jenkins developed 


FIFTEEN NEW VALVES 
— meeting many different needs 
they offer new profits for you 


SEVENTY TIMES, Jenkins has be- 
gun a new year with an inventory of 
the past year’s accomplishments. 
Every past year seems the best. 
Measured in advancements in design 
and new valve types to better serve 
valve users we are especially proud 
of our record in 1934. 


In the list of new Jenkins Valves 
developed in the past year you will 
ats, JENKINS VALVES « 


JANUARY, 1935 


SINCE 


find answers to many real needs of 


your customers, Your selling field is 
widened and your profit opportunity 
is increased by these additions to the 
Jenkins line. 

See that your customers 
know about these new valves 
New Bronze Valves: Spring-loaded Air 
Compressor Check Valves; Ball Check 
Valves; Regrind-Renew Valves for 300 
lbs. S.W. P., 
patterns; Regrinding Swing Check Valves 
for 300 Ibs. S.W. P.; Bronze Gate Valves 


in plug-seat and bevel-seat 


for 150 lbs. S.W. P., in traveling spindle, 
stationary spindle and O.S.Y. patterns; 
Bronze Gate Valves for 100 Ibs. S.W.P.; 


~ 
<2tNONS > 


oer + Aly 


1864 


* BRONZE 


Special Locomotive Blower Valve. New 
Tron Valves: Iron Body and All-Iron 
**T win-Bolt” Gate Valves; Special Stuffing 
Box for Water Works Valves. New Stee/ 
Valves; Cast Steel Swing Check Valves. 


Get complete details about all of the 
new Jenkins Valves. See that you 
have stocks to supply requirements. 


JENKINS BROS.,, So White Street, New York, N.Y.; 
510 Main St., Bridgeport, Conn,; 524 Atlantic Avenue, 
Boston, Mass.; 133 No. Seventh St., Philadelphia, Pa.; 


822 Washington Boulevard, Chicago, Ill; JENKIN 


BROS., Limited, Montreal, Canada; London, England 


« IRON «¢ STEEL 


mets, 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 
MMMM MM 


TULL CHANGES COMPANY 
NAME 


@ The J. M. Tull Rubber and 

Supply Company, Atlanta, 
Georgia, has changed its name to 
the J. M. Tull Metal and Supply 
Company. This change, made to 
emphasize the importance of the 
company as a distributor of 
Monel metal, pure nickel, Alcoa 
aluminum, Anaconda brass, 
bronze and copper and kindred 
lines, does not mean, however, 
that less emphasis is to be put 
on the distribution of mechanical 
rubber goods. 

Dan Benscoter, formerly with 
the Worthington Pump and Ma- 
chinery Corporation, was added 
to the Tull organization on De- 
cember 1 in the metal sales divi- 
sion. 


GLOBE CHAIRMAN CELE.- 
BRATES GOLDEN 
ANNIVERSARY 
e D. H. Buxton, founder of the 

Globe Machinery and Sup- 
ply Company, Des Moines, Iowa, 
in 1893, and at the present time 
chairman of the board of direc- 





tors, with Mrs. Buxton, celebrat- 
ed his golden wedding anniver- 
sary on November 20. 

Mr. Buxton is the father-in- 
law of Fred W. Swanson, presi- 
dent and general manager. 


WARNS OF IMPOSTER 
e Alvin M. Smith, president, 

Smith-Courtney Company, 
Richmond, Virginia, has asked 
MILL SUPPLIES to publish the 
fact that a Mr. Stevens, who 
claims to be in the employ of 
the above company and who has 
called on several manufacturers 
in the Central West, is an im- 
poster. 

In making these calls, he 
claimed that he was on his way 
to Bay City, Michigan, to join 





Important business was interrupted to get this picture of the executives of the James 

Supply Company, Chattanooga. You just can’t beat the hospitality of this section, 

though. Left to right: F. C. Bickers, president; J. G. Gilliam, sales manager; K. 

McLemore, credit manager; H. F. Bickers, manager, machine, mine and foundry 

department; F. F. Blakely, manager, plumbing department and C. A. Sylar, manager, 
mill supply department. 


Part of the organization of the Boykin Tool and Supply Company, Atlanta, Georgia, 

and a visitor. Left to right: Preston Warren and Sam Wilson, stock clerks; E. C. 

Boykin, president; Miss Frances Jackson; Lucien Jones, counter man; and Lee Proc- 
tor, Atlanta branch manager, Van Dorn Electric Tool Company. 





his wife who was born there and 
used as a reason for borrowing 
money the fact that he had been 
called suddenly to her bedside 
because of the necessity for her 
having an appendicitis opera- 
tion. He seems to be more or 
less familiar with the Smith- 
Courtney Company and its of- 
ficials. 


W. Q. WALES DEAD 
@ William Quincy Wales, presi- 
dent, Brown-Wales Company, 
Boston, Massachusetts, died at 
his home in West Newton, Mas- 
sachusetts on December 14. 

Mr. Wales was born in Boston, 
August 13, 1851. He graduated 
from the Massachusetts Insti- 
tute of Technology, and later, 
with John G. Brown, founded the 
3rown-Wales Company. 
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@ A highly important question we like distributors to ask. For the 
answer is an emphatic YES. Aggressive distributors, who go out after 
industrial rubber business, find a decided acceptance for HEWITT 


on which they can effectively capitalize. Strong advertising has made 





every industry in your territory aware of the impressive features of 
the HEWITT line. A HEWITT franchise means greater net profits 
and a steadily growing business. (HEWITT sales increased 40°/, 
during the past year.) A suggestion. Write us if you want to know 


| more about the profit possibilities in the HEWITT line. 


‘“THERE’S (NO aia latindiy ® hdd. FOR SKILL” 


. THE POLICY THAT GOVERNS OUR PRODUCTION 


| [or | for Co. i“ ration 
) whe 


HEWITT costetthon 


| BUFFALO NEW YORK 


HOSE | CONVEYOR AND TRANSMISSION BELTS PACKING 


JANUARY 
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MILL SUPPLY INDUSTRY 


The years immediately behind are still veryIfresh 
in our minds. 


1932 .. . Economic chaos. 
1933... - The start of a sincere effort by all 


business to come to a higher and common 
ground for mutual improvement and economic well- 
being. 


.. . Substantial progress toward the actual 
1934 accomplishment of this work. 


.. « The dawn of the New Year brings a 

1935 quickening of the spirits and a feeling of 

optimism. This year gives every promise 

of fulfilling our fondest hopes for another long step 
forward on the path of mutual economic well-being. 


For our own small part in this work we are humbly 
proud. 


To you, the Mill Supply wry we extend sin- 
cere congratulations on a splendid job! 


PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S. A. 





ON YALE 
SUPREMACY 


THE YALE & TOWNE MFG. CO. 
























































PIONEER MACHINE TOOL 
DEALER DIES 
@ James Rutherford Vandyck, 
63, president of the Vandyck 
Churchill Company, New York 


| machine tool dealer, died Decem- 


! 


ber 11 after a heart attack. He 
became president of the com- 





J. R. VANDYCK 


pany in 1904, when it succeeded 
the original J. R. Vandyck Com- 


| pany established in 1901. 


At the time of his death Mr. 
Vandyck was secretary of the 
Associated Machine Tool Deal- 
ers, of which he had been presi- 
dent, and was also chairman of 
the regional board of the Super- 
visory Agency of the Machine 
Tool and Equipment Distribut- 
ing Trade. 

During the war he had super- 
vision of the shipment out of 
this country of all classes of ma- 
chine tools and machinery, being 
then in association with Vance 
McCormick, chairman of the 
War Trade Board at Washing- 
ton. Mr. Vandyck was a charter 
member of the Machinery Club 
of New York and a member of 
the Engineers’ Club. 


DANSER OPENS BRANCH 
WAREHOUSE 

@ The Danser Manufacturing 

and Supply Company, Weston, 
West Virginia, has opened a 
branch warehouse at 621 North 
Fourth Street, Clarksburg, West 
Virginia. Pipe, fittings and 
plumbing and heating fixtures 
will be carried by this branch. 
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THERE IS 
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DIFFERENCE 







































Sate TOOLS may all look alike, but results prove that there is a 
: difference. In the case of Morse Tools that difference shows itself in 
longer workin} life, decreased production costs. 


Morse advertising is helping you to sell by featuring this slogan in lead- The Morse Line 

ing consumer magazines: THERE IS A DIFFERENCE. Your small includes 

tool sales will react favorably if you follow the Morse line of attack. High Speed and Carbon 
rAPS AND DIES 
SCREW PLATES 
rAPER PINS 
SOCKETS 


MORSEFB 





TWIST DRILL & MACHINE COMPANY Cosine eseaneibs 


CUTTERS 
NEW BEDFORD, MASS..U.S.A. sa waite 


New York Store, 92 Lafayette Street Chicago Store, 570 West Randolph Street 
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DODGE OFFERS COST 
TO INDUSTRY AND 





We are members of the Mechanical Power Engineering Associates and 
Power Transmission Council and are supporting the research program 
of the former and the advertising and sales promotion campaign of the 


latter in the interest of Modern Group Drive 


WITHIN THIS SPREAD—BETWEEN 
IS ASOURCE OF PROFIT FOR 
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Industry is going to save a lot of money 
in 1935 by eliminating preventable power 
wastes. Much of this big saving is going 
to be the result of the adoption of modern 
power transmitting methods. In some cases 
this will mean a complete revamping of 
the power distributing system, with mod- 
er group drive figuring prominently in 
the picture and of individual 
drives where they are more economical. 


course 


[Industrial 
sponding 
made by 


executives generally are re 
favorably to the showing being 
authorities on power and _ its 


FIVE 


transmission, and in many cases the power 
savings which can be made will exceed the 
entire net profit of the business. They are 
planning to convert waste into profit in 
1935. 


Dodge is starting the year by suggesting 
modern methods of cutting power costs in 
a series of advertisements which will ap- 
pear in industrial papers reaching the ex- 


ecutives, who recommend and approve the 





CUTTING SUGGESTIONS 
PROFIT OPPORTUNITIES 


to Distributors 


purchase of cost cutting equipment. The 


first advertisement in this series is repro: 
duced on the opposite page. 


DODGE LEADERS 


FOR 1935 


Outstanding among the hundreds of cost cutting items 
in the Dodge line are these modern developments each 


of which offer the Dodge distributors definite and ef- 
fective sales advantages 
Modern Group Dodgy ec distributors can not only 


Drive supply a complete group Crive in 

stallation but one backed by a 
single responsibility and specialized engineering expe 
rience. Every pulley, bearing, clutch or other appliance 
is adapted to modern conditions and is the result of 
years f development and engineering refinement 


” 


Diamond “D Thousands of old type friction 
clutches will be replaced in 1935 


Friction Clutch 
with more powerful, compact and 
theient clutches. The Diamond “D” Fully Enclosed 
Safety Disc Friction Clutch is recognized as a leader 1 
field and is rapidly winning the preference of engineer 


THE POWER AND THE WORK 
THE DODGE DISTRIBUTOR 


ing, production and maintenance executives 


Ball and Roller The Dodge-Timken line of Rolle 


° > r Units and the xe “D H" 
Bearings Bearing Tyy 

& Ball Bearing line offers complete 

coverage of industrial bearing requirements. Both wall 


be best ain in 1935 
“1D-V” Drives For both group and individual drive 
this compact, efficient and economs 


cal transmitting medium will continue to be popular. A 


new simplified data book and direct-by-mai 
will help make sales for aggressive distnbu 


renerous 
co operation 


tors 


“L-D” Sheaves The “L-D™ Cast Iron Sheave fo 

‘A™ and “B” Drives offers preci 
ion advantage it low cost 
open to distributors who can supply the demand for im 
mediate delivery from stock 


| 


A big profitable field 1s 


































Today only the product in proved first place sells steadily 
in sufficient volume to repay sales-outlay by the Distributor. 
Only consumer- preference of long standing justifies Jobber- 
preference in handling a line. 


As in previous periods of readjustment, ALLENS rank 
among Hollow Screws as the line of least resistance in 
highly resistant markets. And many a weather-eyed mill 
supply house has become associated with us in such periods! 

Jobbers have built up the Allen business as their own: 
—their profits stabilized by consumer demand unique in 
industrial buying of a supply item. 

And that still holds after 24 years: — the policies that 


popularized the line KEEP it popular with the user, and 
what could be more popular with the Jobber / 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
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This cheerful trio, snapped in Philadel- 
phia, consists of G. M. Bridgman, vice- 
president, and E. J. Ball, assistant 
general manager of sales, Hajoca Corpo- 
ration and A. G. York of the Watson- 
Stillman Corporation. 


NEW PRESIDENT FOR 
CHATTANOOGA BELTING 
e Effective January 1, John 

Anderson became active in 
the organization of the Chat- 
tanooga Belting and Supply 
Company as president. Previ- 
ously he had been an inactive 
officer, most of his time being 
spent at the Hamilton National 
Bank of Chattanooga. 

James Hallas, for many years 
a representative for Johns-Man- 
ville, also joined the Chatta- 
nooga Belting organization on 
January 1. He will contact in- 
dustrials in a sales capacity. 


BUSHNELL WILL ADD 
SALESMAN 

@ Ernest J. Griggs, president, 

N. T. Bushnell Company, New 
Haven, Connecticut, in line with 
his expectation for a bigger vol- 
ume year in 1935, reports his 
company’s intention of adding 
one outside man to its sales force 
during the year. 


HERRMANN COMPANY 

BUILDS SHOW ROOM 
@ The F. W. Herrmann Com- 

pany, Guttenberg, New Jer- 
sey, is putting in a new show 
room, according to information 
received from F. W. Herrmann, 
president. Business for this 
company in 1935 is expected to 
be much better than in 1934. 
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| a ee DEMANDS 
red 


PRODUCTS 


For almost a century Powell Valves 
have been the choice of engineers. Be- 


: t FIG. 1444 
cause of the fundamentally correct l en |;.@) Wm :1@) 9) 


OS 


design, workmanship, and materials, GATE VALVE 


they meet the exacting demands ; 
of industry . . . Withstand even 
abnormal working conditions. 
They are sturdy valves — built 
to last. The seats and discs 

can be renewed and the 
valves repacked under 


pressure without dis- 


connecting them from 















GOOD VALVES 
SINCE 1846! 


the pipe line. 


v POWELL 


It’s a serious matter ... costly and annoying . . . when 
a busy plant has to shut down for valve _ repairs. 
That’s why it pays to use Powell service-proved products— 
valves that you can rely upon for dependable performance, 


THE WM. POWELL COMPANY 


2525 SPRING GROVE AVENUE, CINCINNATI, OHIO 


OWELL VALVE 
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—Sell GOOD cutters 
» . « « « « Cutters that 
will give the LOWEST 
IBS REAL CUTTER COST 











Sn e. 
OIZ TRIBUTOR 


BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. |. 


Be prepared to get desir- 
able cutter business by 
carrying a stock of 


BROWN «SHARPE CUTTERS 





Brown & Sharpe Cutters 


MODERN— EFFICI NT—-KEEP COSTS LOW 








SMALL ORDER SURVEY 
BEING MADE 
@ The National Supply and 
Machinery Distributors’ As- 
sociation, through its overhead 
expense research committee, is 


| conducting a survey on the sub- 


ject of small orders and the at- 
tendant high cost of handling 
such orders. 

During December, the associa- 
tion asked for volunteers to tabu- 





Question No. 1—Considering the 
total number of orders in the month 
of January, 1935, at 100%, what part 
or what percentage of them (covering 
one or more supply items) represent 
total sales of 


(a) $4.99 and less -% 
(b) $5.00 to $9.99 % 
(c) $10.00 and over % 


Question No. 2—What is the aver- 
age value of supply orders received 
during the month of January, 1935? 


$ 


Question No. 3—What is the aver- 
age gross margin in percent of selling 
price (on all kinds of supply items) 
on orders in the three following 
groups in January, 1935? 


(a) $4.99 and less % 
(b) $5.00 to $9.99 % 
(c) $10.00 and over % 


Question No. 4—In reviewing your 
orders for less than $10.00, what three 
lines or items are the most prolific 
cause for small orders—i.e., indicate 
specifically the name of the line, such 
as hack saws, files, drills, bolts and 
nuts, or whatever lines they happen 
to be? 


NOTE: Carload mill shipments should 
not be included in compiling an- 
swers to any of the above questions. 











late certain data on the number 
and size of orders received dur- 
ing the month of January. To 
this request some 14 members 
have replied, stating they will 
gather the information. Ques- 
tions asked in the survey are 


given herewith. 


WILL ENLARGE SALES 
FORCE 

@ Louis Hanssen’s Sons, Daven- 

port, Iowa, will increase the 
number of outside salesmen dur- 
ing 1935, according to C. E. 
Hanssen, president. The outlook 
for the coming year in this sec- 
tion is for a healthy increase in 
volume. 
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INDIVIDUAL MOTOR DRIVE 
es FA Ra 4 


COST OF COST OF 
4 4 


— 


TVY2H.P COSTOF SWITCHES 
MOTORS 4 CONTROLS 


AIQUK 
WIRIN 


$492. $170. $494. 


INVESTMENT COST 
PER MACHINE $2789 22° 














MODERN GROUP DRIVE 
RS es Ra Fe 


COST OF 
NE SHAFT 


HA FRS 


COST OF COST OF 


\ 
RIN 


$215. #230. $219. 





INVESTMENT COST 
PER MACHINE 5 166 CS& 





| Repucinac Power Costs 


CAN CHANGE A STATEMENT FROM 


RE D t0 BLACK 





OST PLANTS can save money 
by preventing power waste, 
which is hidden somewhere in the 
total cost of power delivered to the 
production machines—enough 
money in many plants to change a 
deficit into a profit or to double 
existing profits. 

There are two widely accepted 
methods of power transmission: 
Unit Drive (individual smaller 
motors) and Modern Group Drive 
(one larger motor for a group of 
machines). As an executive you do 
not need a study of your le by 
an expert to appreciate ba facts 
graphically illustrated at the left. 
Nor to see how related production 
machines can be grouped into a 


POWER TRANSMISSION COUNCIL 


SPONSORED BY MECHANICAL POWER ENGINEERING ASSOCIATES) 


An association of producers and distributors of power, power 
units and mechanical equipment for the transmission of power. 


370 LEXINGTON AVENUE, NEW YORK 


This advertisement also appears in Business Week and 8 other publications. 

















number of manufacturing units 
operated by larger and more 
Hicient motors, at the same time 
maintaining harmony with produc. 
tion requirements. 

Since certain departments in 
most plants permit of such group- 
ing of machines, the possibilities 
of reduction in real power cost 
(frequently more than double the 
vower bill) are too important to 
ignore. The facts have already been 
established through case studies 
in specific plants. These are avail- 
able upon request. 

Our Red Book, free on request, 
tells the whole story in graphic 
non-technical terms. Why not send 
for it today? 7 











A POWER DOLLAR SAVED 


iS A PROFIT DOLLAR EARNED 
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‘Question No. 6— 


Does your manufacturer give you 
dependable service at all times? 


The Barnes Distributor 
Answers - YES” Because— 


The W. O. Barnes Co., Inc., in Detroit, Michigan, is 
centrally located to industrial centers. 

We carry good stocks of all standard blades on hand 
at all times, which means prompt shipments to you. 

We manufacture only hack saw blades and metal cut- 
ting band saws in our up-to-date, well equipped plant. 
There is no other line to interfere with the production of 
these products. 

Our salesmen are at your service in solving your blade 
selling problems when you carry the Barnes line. 












BARNES BAND SAWS 


FLEXIBLE BACK 


BARNES METAL CUTTING BAND SAW BLADES 


Made in two types: Hard Edge Flexible Back Blades for 
cutting hard metels and Spring Temper Blades for cutting 


soft metals. Made to the highest standards of quality. 
Easy to sell and very profitable. Write for complete. 
information. 


*This is the sixth in a series of questions 
and answers on hack saw distribution. 
Look for No. 7 in the February issue 

of MILL SUPPLIES 
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W. O. BARNES CO., INC. 
1297 Terminal Ave. Detroit, Mich. 
and Leading Jobbers Everywhere 
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F. E. Wenzel is a power transmission spe- 
cialist for the Grand Rapids Belting 


Company, Grand Rapids, Michigan. 
This company covers Michigan and parts 
of Ohio. 


MANUFACTURERS’ RELA- 
TIONS COMMITTEE ADOPTS 
PROGRAM 
e The manufacturers’ relations 

committee of the National 

Supply and Machinery Distribu- 

tors’ Association has adopted a 

program aimed at improved re- 

lations between distributors and 
manufacturers. Its principal 
objectives follow: 

1. The consideration of any 
question involving im- 
proved manufacturer-dis- 
tributor relations, with the 
view to placing them on a 
more satisfactory basis. 

. Demonstration to manu- 
facturers of the need for 
margins which properly 
compensate the distributor. 

3. The urging of a general 
adoption by manufacturers 
of uniform cash discount 
terms. 

4. The encouragement of se- 
lective distribution policies 
on the part of manufac- 
turers. 

5. The encouragement of 
proper cooperation on the 
part of distributors with 
manufacturers whose pol- 
icies are helpful. 

6. The consideration of con- 
ditions about which mis- 
understandings exist as 
brought to the committee’s 
attention by both distribu- 
tors and manufacturers. 
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Note This 


Important Feature 


























Fairbanks Improved Valves Assure Increased 


Life, Decreased Maintenance and Easier Renewal 


HE radial seat, between the body and bonnet of Fairbanks Im- 
Vise Globe and Angle Valves, not only insures a tight joint at 
this important point, but also insures perfect alignment of all parts. 
The proper alignment of parts decreases wear and when the valve 
is taken apart for disc replacement, the new alignment will be perfect. 


The radial seat is drawn to a tight joint by the union nut without 


i sliding or scraping the surface of the seat. This feature increases 
the life of the valve and assures a tight body-joint after every 
assembly. 


As a result of more than fifty years’ experience, we have devel- 
oped a superior type of disc ring composed of a high percentage 
of long-fibered Rl compounded with vulcanizing elements 
and given a special cure. This disc ring will not crack or flake off 
and, being resilient, assures absolute tightness. It can be easily re- 
newed by one man in a few minutes without removing the valve from 
the line. 


Moreover, the slide-on disc holder is so guided that it will not bind 
or stick regardless of the position of valve. The design of the disc 


nut tends to throttle the action against the disc, thereby prolonging 
its life. Dise rings of any standard make will fit into this disc holder. 
More than five Acme threads on stem are always in contact with 
bonnet. 
The rolled-bronze rod stem has an average tensile strength of 
, 65,000 Ibs. 


When the valve is fully opened for repacking under pressure, the 
protected top seat above the threads on stem assures a clean tight 
joint. 

These and other improved features mentioned in our new booklet 
’ make Fairbanks U-0! and U-03 Valves an outstanding buy. 


Write for booklet, or mail the coupon. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Trucks and Wheelbarrows 


19 East 4th St., New York, N. Y. 
Boston, Pittsburgh—Distributors in Principal Cities 


PR VE THE FAIRBANKS COMPANY, 
19 East 4th St., New York, N. Y. 
A | Without obligation on our part, kindly send a copy of 
‘ ©) ~@ an n g ]@ your valve catalog. 
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ARMSTRONG 


Turret Lathe and Screw Machine 














STRAIGHT 
CUTTER 


ANGLE 
CUTTER 
HOLDER 


; 


PLAIN 
TURNERS 


MULTIPLE 
CUTTER 
HOLDER 


FACING 
TOOL 


KNURLING 
TOOL 


DRILL 
HOLDER 





DRILL 
HOLDER 


TOOLS 


The Extension 

of the Armstrong 
System of Tool 
Holders to 


Production 


Machines 


of your customers, of 

Ye all machine shops and 
tool rooms, use 
ARMSTRONG TOOL 


HOLDERS on Lathes, 
Planers, Slotters and Shapers. 


They are sold on “Saving All Forging, 
70% Grinding and 90% High Speed 
Steel”, on the Armstrong System of 
permanent multi-purpose tools that take 
standard shape high speed steel cutters 
... that do the work of complete sets of 
special tools. 


Now comes this new ARMSTRONG 
Line (permanent multi-purpose tool for 
Turret Lathes and Screw Machines) em- 
bodying the ARMSTRONG principles 
and economics so universally under- 
stood. Here is a new line that will need 
no missionary work, that needs only to 
be shown to sell . . . that should run to 
quantity because these are production 
tools. Stock and push this new line, be 
the first to show it. Here is an opportun- 
ity for volume sales and profits not often 
equalled and its your move. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 
New York Sales Office: 109 Lafayette St. 















KNOXVILLE DISTRIBUTOR 
OPTIMISTIC 

e@ H. L. Miller, president, Ten- 
nessee Mill and Mine Supply 

Company, Knoxville, Tennessee, 

is quite optimistic about the fu- 

ture of business. Like most other 

distributors, his company has 





H. L. MILLER 


passed through several lean 
years, but by ferreting out new 
markets it was possible to keep 
every employee on the payroll. 
The recent improvement in vol- 
ume has warranted the addition 
of several new men. 

In laying his plans for the 
coming year, Mr. Miller has de- 
termined to limit the lines han- 
dled to proven profit producers 
—the regular mill supply lines. 
At times in the past, this com- 
pany, like many others, has been 
tempted by propositions on items 
not in the above category but al- 
ways the result has been trouble 
and financial loss. With im- 
proved conditions in the field 
brought about through a better 
understanding among competing 
distributors, Mr. Miller is con- 
fident that his company’s efforts 
on regular lines will produce a 
profit in 1935. 


ESSMUELLER DISTRIBUTES 
SCHIEREN BELTING 
@ The Essmueller Mill Fur- 
nishing Company, St. Louis, 
Missouri, on December 1 was ap- 
pointed distributor for the line 
of leather belting manufactured 
by the Charles A. Schieren Com- 
pany. 














THE REPUBLIC ‘ane F (} RTIFIE 
5-POINT POLICY iar, 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 





a 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 


ably be expected. 


»> 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


4 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation. 


a 
Selling helps of reasonable 
j amounts so that his sales force 
may be given the advantage of 


specialized training and a knowl- 
edge of the product sold. 
















Beeson is the backbone of good 
salesmanship and no distributor sales- 
man can have confidence if any fear of com- 
petition from his source of supply hangs 
over his head. 


That fear is the bugaboo of distributors’ 
progress regardless of the sales volume lost 
in actual practice. Salesmen for distributors 
of Republic Products are fortified against 
such worries. They work under the absolute 
protection of a policy that directs every en- 
ergy of the factory to help, to boost, to en- 
courage—never to retard—their efforts. 


Ask yourself frankly— are the minds of 
your salesmen fortified against every fear of 
either direct or indirect competition from 
your sources of supply? 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


4 


amen 
perenne Und 
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BELMONT PACKINGS 


are easier tosell 





HE first reason is Belmont 
quality—quality that in- 
spires user confidence, 
not only in the packings 

but in the distributors who sell 

them. 

They are made of the finest ma- 

terials by skilled craftsmen and 

subjected to rigid factory inspec- 
tion which insures their uniform 
high quality. 

There is a Belmont Packing for 

Every Service, built to 

meet the specific re- 

quirements of indus- 
try, like the BEL- 

MONT EXPANSION 

PACKING, pictured 

above, which is made 

in two forms, Ring 

Form Belmont No. 1 

and Spiral Form Bel- 

No. 2, It is 











mont 





especially adapted for hot and 
cold water, ammonia and steam 
and is particularly recommended 
for steam hammers in combina- 
tion, as described on page 37 of 
the catalog. 

Your sales efforts are supported 
by the Belmont plan of distributor 
cooperation which includes adver- 
tising in magazines, the Belmont 
catalog with its service recom- 
mendation charts and also the 
Belmont Sample Kit 
which enables you to 
demonstrate Belmont 
quality. 


THAT’S WHY WE SAY 
BELMONT PACKINGS ARE 
EASIER TO SELL. .. . IF 
YOU ARE NOT A BELMONT 
DISTRIBUTOR WRITE 
FOR INFORMATION. 




















THE BELMONT PACKING & RUBBER CO. 


Butler and Sepviva Streets 


PHILADELPHIA, PA., U.S. A. 


“There is a Belmont Packing for Every Service” 
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L. H. IRWIN DEAD 

@ Lawrence R. Irwin, president 

of The Republic Rubber Com- 
pany of Pittsburgh, Pennsylva- 
nia, has passed on. He suc- 
cumbed to a brief illness on 
October 31. His widow, Ruth 
Miller Irwin and his two sons, 
Ralph H. and Robert H. Irwin, 
survive him. 

After several successful years 
with the Revere Rubber Com- 
pany “Larry” Irwin, as he was 
known to his host of friends and 
J. N. Succop organized The Re- 
public Rubber Company of Pitts- 
burgh, jobbers and distributors 
of the Republic mechanical rub- 
ber line and “Lee of Consho- 
hocken Tires.” He retained the 
presidency of the company until 
his demise. 

Loyalty and dependability, two 
outstanding qualities, endeared 
Larry Irwin to his business asso- 
ciates, won the friendship of his 
customers and the respect of his 
competitors. 

Strict adherence to the convic- 
tion that buyers will recognize 
dependability and that suppliers 
will appreciate loyalty guided 
Larry Irwin throughout his busi- 
ness career. His memory will be 
respected and admired. 


JURGENS SEEKING 
SALESMAN 
e Jurgens Company, Incorpo- 
rated, St. Paul, Minnesota, is 
seeking a live leather belt sales- 
man to cover Wisconsin. A. P. 


Jurgens, sales manager, in stat- 
ing his requirements, specifies 
one who is a producer and who 
prefers a commission arrange- 
ment. 





‘ ee 
Joe Dilworth, left, president of the J. E. 
Dilworth Company, Memphis, and two 
of the “Company,” Miss M. L. Coleman, 
secretary, and Hugh Wynne, Jr., credit 
manager. 


MILL SUPPLIES 
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LOOK AT YOUR 
ALUMINUM PAINT MARKET! 


You cam own iL... KT A PROFIT...IF YOU 





SELL PERMITE BY THE FOOT 


IG into it, and you'll find the average 
industrial paint buyer isn’t inter- 
ested in price-per-gallon, 


That’s why the time was never better to 
build a sound paint business on Permite. 
If you’ve never tried to make your organ- 
ization “paint minded,” or if you've tried 
and failed, we say try again—TRY WITH 
PERMITE! Your buyer of to-day is wait- 
ing only for you to tell him why Permite 


Ready-Mixed Aluminum Paint costs less 
by the foot and by the year; why it will 
stand up, brilliant and protective, long 
after ordinary paints would fail. You can 
sell Permite to the largest and smallest 
consumer—always at a profit to yourself, 
Write or wire to-day for full particulars 
on the attractive Permite franchise. 


ALUMINUM INDUSTRIES, INC. 


CINCINNATI, OHIO 


PAINT) 











BALANCE 


Accurately balanced drives eliminate vibration and the injury done 
to motors and driven machinery by vibration. © Duro-Brace Texsteel 
Sheaves, for Texrope V- Belt Drives, are fabricated from pressed steel of a 
uniform density throughout. The use of this material, in conjunction with 
the Allis-Chalmers method of manufacture, produces extreme accuracy of 
balance, both static and dynamic. ® This accurate, vibration-eliminating 
balance is permanently preserved in Duro-Brace Texsteel Sheaves, for in 
this new design the outside walls are reinforced by convex steel plates 


Oy ae which so greatly increase their strength as to eliminate distortion, even 


capac nanal under the severest duty —thus giving a true running drive always. 
outside plate e Texrope Drives are 98.9% efficient, silent, slipless, vibrationless, 
shock-absorbing, require no lubrication or belt dressing, and 
are not affected by dirt or moisture. ® Mail us a card ask- 
ing for Bulletin No. 2188 which sets forth the advantages 


which Duro-Brace Texsteel Drives offer you in all matters of 





power transmission, whether they be simple or complex. 


TEXROPE 


ORIGINATED BY 
ALLIS-CHALMERS MANUFACTURING 








kkk 


New Duro- Brace 
Design: cross-sec- 
tion showing out- 
side plate braced 
by a convex rein- 
forcing steel plate. 





DRIVES 


ALLIS-CHALMERS 
COMPANY - MILWAUKEE, WISCONSIN 


MILL SUPPLIES 
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POEM ACCOMPANIES BONUS 
CHECK 
@ Employees of The Galigher 
Company, Salt Lake City, 
Utah, recently received a bonus 
check, accompanied by the fol- 
lowing poem composed by Walter 
H. Curry, vice-president of the 
company : 


TO A FIGHTIN CREW 
I've had a hunch The Galigher Bunch 
Wouldn’t quit when the going got 
tough 
But would keep right on pluggin’ 
And continue sluggin’ 
*Till their Enemy hollered “enuf.” 


And so to the winners go the spoils, 
But I’m warnin’ you—Guard well the 
same 
For an ornery houn’ is hangin’ ’roun’. 
To mess up your little game. 


He seems to appear at this time each 
year 
A-watchin’ his chances to nip 
At the heels of those who aren’t on 
their toes— 
Just hopin’ some feet will slip. 


He’s been growlin’ and snarlin’ 
showin’ his teeth 
Each time we meet as we do, 
And I think he’s wise I’m one of the 
Guys 
That pals with the Galigher Crew. 


and 


So keep up your pep and watch your 
step 
And don’t give this houn’ a chance— 
For if he once gets a “scent,” your 
chances are spent 
And I get a—KICK IN THE PANTS. 


I’m dependin’ on you The Galigher 
Crew 
To keep me comin’ aroun’ 
So the end of the year I’ll still be here 
And not side-steppin’ this “Dog Gone 
Houn’” 
—A. BONUS 


Tracy O’Brien is one of the veterans in 
the supply game in Nashville, Tennessee, 
having been with Keith, Simmons and 


Company, Incorporated, for the past 


20 years. 
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but by PRECISION METHODS 
are SUPER-DUTY FILES 
SUPERIOR CUTTING TOOLS 


The picture above is Number two in the series showing the skill, equipment 
and care necessary to make SUPER-DUTY FILES highest quality cut- 
ting tools. 
By the grinding process, previously described, the file blanks have been 
precisely prepared for the vitally important operation of forming the 
teeth. (File parlance refers to it as “cutting,” but it should be more prop- 
erly termed “forming” for “cutting” implies the removal of some metal 
yet the contrary is true.) 
Super-Duty teeth are “formed” by especially designed and prepared tools 
referred to as “chisels’—in machines as illustrated above. 
Examine the teeth of a Super-Duty File, preferably under magnification— 
today or a year from today—note how uniformly shaped they are—this we 
term Super-Duty tooth construction or conformation. 
This consistency and precision of Super-Duty tooth conformation is rigidly 
maintained by equipment which is the result of years of research and de- 
velopment. 
Various types of filing require diverse types of file teeth. These different 
tooth conformations once set up, by our research department, are rigidly 
kept to exacting specifications. Without variance the teeth in each type 
of file have the same depth—same angle—same keenness. This exactness 
and precision in operation of tooth forming assures a constant unexcelled 
efficiency with SUPER-DUTY FILES. 


Our Five Point Merchandising Policy 
1—Sales—Merchandising only through rec- 
ognized distributors. 
2—Resale Policy—Distributors receive 


proper margin of profit through main- 
tained resale discount, 





3—Factory Cooperation—Through 
planned factory help. 


definite, 
1—Publicity—Consumer advertising concen- 
trated in distributor’s market. 


5—Quality Products—Quality 
maintained and guaranteed. 


THE CLEVELAND FILE CO. 


3400 Hamilton Ave. Cleveland, O. 
SOLD THROUGH RECOGNIZED DISTRIBUTORS 


3° a 


constantly 
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More File Sales 
—and More Profit 


This is the experience 
of Dealers who are now 


handling the new 


RED 
TANG 


SIMONDS FILES 


for every industry are 





perfect tools that cut 


AAA Tr MA ee NS 


smoothly and resist 


wear longer. 


Sell your trade this 
better cutting file for 
more profit and cus- 
tomer satisfaction. 


Dealers desiring information about open 
sales territories should write at once. 


SIMMONDS 


SAW AND STEEL CO. 


ESTABLISHED 1832 
FITCHBURG, MASS. 
CHICAGO, ILL. 


an 
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When asked what his official title was, 

Frank W. Jones, who has spent the past 

| 22 years with Bright and Company, 

| Reading, Pennsylvania, replied, “Inside 

sales, outside sales, customer service and 

anything the occasion demands to sell 
more industrial supplies.” 


GIBSON AND EGGERT LEAD 
STANDARD-SHANNON 
SALESMEN 
® Bob Gibson and Ray Eggert, 

salesmen for the Standard- 
Shannon Supply Company, Phil- 
adelnhia, Pennsylvania, have 
done outstanding jobs in 1934, 
according to Vance Boyd, vice- 
president. Their sales, he re- 
ports, were far in excess of gen- 
eral conditions and averages. 


SEEKS CONNECTION WITH 
SUPPLY HOUSE 

@ A man, who for eight years 

was assistant purchasing 


| agent for a large Chicago sup- 
| ply house and ten years with a 


large catalog compiler, is seek- 
ing a connection with an indus- 
trial distributor. 

He is thoroughly familiar 
with all phases of supply house 
operation. A high school grad- 
uate, he has had two years of 
college and has spent two years 
as an instructor in accounting 
and office procedure. Address 
inquiries to Sales Promotion 
Manager, MILL SUPPLIES. 


JUBE TO ENLARGE SALES 
FORCE 

@ John P. Jube and Company, 

Incorporated, New York City, 
has laid plans for better business 
during 1935. The basis for these 
plans is an enlargement of the 
company’s present force of sales- 
men. 
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SOCKETS — UNIFORMLY ACCURATE 
TO FULL DEPTH OF HOLE — TRUE 
HEXAGONAL SHAPE — DIAMETER 
IDENTICAL TOP AND BOTTOM — 
SMOOTH REGULAR WALLS — 
WELL DEFINED CORNERS. 


© 


CONCENTRICITY OF 
HEAD WITH BODY. 


:© 
© 


oe CONTINUOUS FIBERS 
ENDING IN SOCKET 


WALLS 


© 3 
© 


RE-ENFORCED SOCKET 


CONTINUOUS UN. WALL 


BROKEN FIBERS, 


© 
© 


CONTINUOUS UNCUT 
CONTINUOUS UNCUT FIBERS. 


LATERALLY DEFLECT. 
ED CORE FIBERS 


© 


SQUARE SHOULDERS 


INCREASED STRENGTH 





e 


ORIGINAL CONTINU. 
OUS FIBROUS 
STRUCTURE. 


bring New Impetus to Selling 





1935 


Industry says, machines must produce more 
and faster. Holo-Krome has helped you 
meet this demanded request with the new 


FIBRO FORGED SCREW with its continu- 


ous fibers. 


With FIBRO FORGED SCREWS and a co- 
ordinated sales plan of action, increased 
volume and greater profits are to be real- 
ized. 


Holo-Krome sell through and work with the 
Industrial Distributor. ''Work with'’ means 
to help you in exploiting new and profitable 
markets for FIBRO FORGED SCREWS. 


The Holo-Krome Screw Corp., 
Bristol, Connecticut, - - - U.S.A. 


manufacturing exclusively 


SOCKET SCREWS “ibhofoncen 


KJ 
SET—CAP—STRIPPER BOLTS—PIPE PLUGS (~) 


SCREWS 


A card from you will bring our answer 
to your question, ““How can you aid me 
in exploiting my market?” There's no 
obligation, why not write today? 











NATIONAL 


— Dynamic Action 


CUTTING TOOLS 


INSERTED BLADE CUTTERS 
6 


THE Adjusto-Lock DESIGN PERMITS 
UNIVERSAL ADJUSTMENT AND 
INSURES POSITIVE LOCKING. 








Side Mills, Face Mills, Straddle Mills, 
Shell End Mills and Special Cutters. 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 


SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S.A 


Tap and Die Division 
WINTER BROS. CO., WRENTHAM, MASS. 
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KINGMAN DISTRIBUTOR 
OFFERS REFRIGERATOR 
SERVICE 


@ Although slightly different 

from the usual run of mill 
supply activities, a story from the 
Central Commercial Company, 
Kingman, Arizona, serves to 
point out again the fact that the 
activities of industrial distribu- 
tors depend entirely on the needs 
of their particular territories and 


| that no two may be compared on 


the same basis. 
Being located in an extremely 
warm country, the above com- 


pany saw an opportunity for 


being of service to many of its 


| customers by offering some sort 
| of refrigeration service. The 


means adopted were slightly 
unusual. 

A second-hand railroad refrig- 
erator car was purchased and 
placed on a concrete foundation 
which placed the floor of the car 
about three feet off the ground. 
Underneath two Frigidaire coils 
of two-horsepower each were in- 
stalled with piping to each end 
of the car. The plant is worked 
by an automatic thermostat 
which keeps the temperature at 
a constant level. The total in- 
stallation cost about $1500. 

The response of customers to 
this service has been instantane- 
ous. 


BLAKE COMPANY TO IN.- 
CREASE ACTIVITIES 

e Although forced by the in- 

activity and financial troubles 
of its customers to curtail its 
activities during the past few 
years, officials of The E. L. Blake 
Company, Boise, Idaho, are lay- 
ing plans for greatly increased 
efforts during 1935. They are 
looking forward to a revival of 
business in the territory served 
by the company and increased 
buying by the oil and mining 
companies which constitute their 
principal customers. 

This company experienced the 
misfortune, at one point of the 
depression, of suffering the can- 
cellation of orders for $440,000 
during 30 days’ time. It is cer- 
tainly to the credit of the organ- 
ization that it was able to weath- 
er a gale of this magnitude. 


MILL SUPPLIES 
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r | \WE Thermoid crest is the emblem of achievement, the mark of 
quality, the sign of service. Call it what you will, the identify- 


ing mark of Thermoid on mechanical rubber goods is a symbol of 


satisfaction. Insist on that quality mark! 


And don’t forget that the Thermoid line carries a real margin 
of profit and is backed by a liberal jobber policy. Thermoid 
Rubber Co., Trenton, New Jersey. 


THERMOID BELTING *« HOSE *« PACKINGS 
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An Immense 
Market... 
Hundreds of 
Uses that 
SAVE 
MONEY! 


N OW .. ANOTHER WINNER! 





SKILSAW 


HAND 
GRINDER 





@ Here are a few of the points of 
construction on which we on our 
challenge that the Skilsaw Hand 
Grinder gives bigger performance, 
better work . . . and greater value! 


The body of the tool is a non-con- 
ductor of heat and electricity — 
Molded Bakelite, that's light, im 
mensely strong and handier to use! 
Speed is what you want in grinding 
and this specially designed Universal 
motor gives you MORE speed—with 
amazing power and balanced smooth 
ness. The whole tool is equipped with 
high-speed Ball Bearings, grease 
ealed against dirt, dust or metal 
hips—insuring longer life. A spe 
| t. ols the too 


Te) 


sll times. Send for details. 


etticiently at 


NEW FEATURES 
NEW PERFORMANCE 
CHALLENGES THE FIELD FOR —— 












E mde TENT oe 
Ss me 

pot oe . ion t. .~ somthy 

detachable for cleaning. 


COOL NEW 
BAKELITE 
MOLDED BODY 


HIGHEST 
SPEED MOTOR 


GREASE-SEALED 
BALL BEARINGS 
THROUGHOUT 


WEIGHT ONLY 
2\/, POUNDS 


USED FOR REAL PRECISION GRINDING ON METALS, 
ALLOYS, RUBBER, STONE, PORCELAIN, COMPOSITIONS 


SKILSAW, 


INC. 


3330 ELSTON AVE., CHICAGO 


MAKERS OF PORTABLE ELECTRIC TOOLS 








W. M. Long, right, for six years a sales- 
man at the Roanoke, Virginia, branch of 
the Noland Company, is now manager of 
the mill supply department at Chatta- 
nooga, Tennessee. Pictured with Mr. 
Long is A. A. Dale, a new salesmen. 


KNOXVILLE HOUSE HOLDS 
EMPLOYEE DINNER 

@ On December 28, officials and 
employees of the Tennessee 

Mill and Mine Supply Company, 

Knoxville, Tennessee, attended 

the annual dinner of that organi- 

zation. 

H. L. Miller, president, is 
looking forward to an upward 
trend in business during 1935 
and plans to enlarge the organ- 
ization of his company. 


MINE SALESMAN ADDED 


e Kirk Hutton and Company, 
New Castle, Pennsylvania, 
has employed Lloyd Bailey, who 





_ will specialize on the sale of 
| equipment, carbide applications 


for welding and Fairbanks 
scales. 





WHERE AND HOW TO SELL 


(Cc ontinued from | page 9) 








as well as in the motors. An 
electric blower, either as a 
blower or with suction attach- 
ments, is an ideal tool for get- 
ting rid of this fluff. Fluff in- 
creases the fire hazard, and 
dirty fluff falling, from over- 
head shafting, hangers, pulley 
blocks or other fixtures may 
prove detrimental to work in 
process of manufacture. 

Fluff accumulations are also 
present in laundries, where it 
collects in motors and on flat- 
work ironers, tumblers and the 
like. In such plants, the porta- 
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Dealer 


Since 


Distribution 
1874 





DEALER of twenty-four years’ standing makes this 
statement: 


“With S. W. Card Mfg. Company’s products, we have been 
able to meet all the demands of existing manufacturing prog- 
ress and without a question they have become a standard of 
quality for this class of tools.” 


Just another satisfied dealer cooperating to render an equally 
satisfactory service to the user. 





AVAWUWAW0A¥ 






(Sw cAPd MFG CO) 


Catalog No. 33 latest issue. 


S:°W.CARD MFG. CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA: 












MILFORD 


Distributors and Jobbers are 
given direct mail literature, 
price lists, catalogue help, sales 
promotional assistance, techni- 
cal and engineering advice, 
factory representative contact- 
ing with consumer and educa- 
tional assistance. 


Milford Distributors and Job- 
bers are legally protected thru 
our Purchasing Contract. 


Yet REZISTOR 
30, LESS then SLADES cout 
‘ 7 





oF @quipment 


ects 
THe we 
MAY G. THOMPSON » son ¢ 
mw waven conn ° 





Send for full information and 


The above iillustration is a sample of the 


4 ° dvertisements to the users of hack saw 
sales promotion material. blades appearing in the current magazines. 


THE HENRY G. THOMPSON & SON COMPANY 


ESTABLISHED 1876 


New Haven, Conn., U. S. A. 
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ble blower is well-nigh indis- 
pensable. 

In the paper mill also dust 
presents a hazard. Dust and 
dirt may spoil tons of paper if 
not regularly cleaned from 
equipment. 

In plants where elastic web- 
bing is manufactured, blowers 
are used for cleaning rubber 
dust from machines. 

In electric welding shops, they 
are used for blowing small par- 
ticles of iron and copper chips 
and dust from machinery. 

In plants where confectionery 
is manufactured the portable 
blower is used for cleaning out 
the jelly powder that settles in 
the various parts of the ma- 
chines. 

In plants where warfare must 
be waged against insects the 
portable blower is an indispen- 
sable tool. In flour mills, bak- 
eries, food-stuff factories, gro- 
cery houses and restaurants, the 
portable blower is used in con- 
nection with an_ insecticide 
spraying tank. This use of the 
blower for spraying insecticides 
also finds a welcome place in the 
cleaning and renovation of furs, 
for fumigating buses and auto- 
mobiles, and by exterminating 
companies where sufficient force 
is necessary to cause a spray of 
insecticide to penetrate deep 
into cracks and crevices. 








SHALL I BUY FROM THE 
DISTRIBUTOR OR DIRECT? 
(Continued from page 11) 








b. It is impossible to cover 
properly the accounts 
which are only small 
buyers of the manufac- 
turer’s product. 

ec. Many manufacturers are 
not set up in such a way 
that they can handle 
small orders on an emer- 
gency basis in a satisfac- 
tory manner as to service 
without adding greatly to 
the cost. 

3. The distributor justifies him- 
self solong as he— 

a. Carries a stock which 
takes care of emergency 
requirements. 

b. Truly represents the 
manufacturer by giving 
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The most durable and highly developed Accuracy, uniformity, high 
malleable chain. The Gnplock joint tensile strength and a high 
increases its strength and working life. degree of finish make this an 


REX GRIPLOCK outstanding high speed drive 


—— and multiple REX ROLLER 
REX DETACHABLE 


Above: An inexpensive gen- 
eral service chain for elevator, 
conveyor and transmission 
service at medium speed. 


REX CHABELCO 
A highly developed steel chain 
with Rex Press Fit construc- 
tion. For high speed drives 
and conveyors. 


REX UNICAST 


This one-piece roller chain— 
with the roller cast in place 
effectively solves the problem 
of eccentric loads on double 
strand conveyors. 


REX DUROBAR 
The added metal on the barrel 
of the block link makes this a 
longer lasting combination 
chain—especially whencast 
in Z-Metal. 


OTHER 
REX CHAINS 


Chain Belt Company makes a complete 
line of standard chains in malleable, 
Z-Metal, Steel and Combination for 


practically all drives and conveyors. 
REX SNAKE Also Sprockets, Take-Ups, Set Collars, 


A conveyor chain that flexes in, any Buckets, Belt Idlers. 
direction on a short arc. Especially 


useful in remodeling, as it is adaptable CHAIN BELT COMPANY 


to changed layouts. 1622 W. Bruce St., Milwaukee, Wisconsin 


CHAIN € BELT CONVEYING 











They re-order 
CLING-SURFACE 





again and again! 


A MULTIPLE PROFIT 
FOR YOU 


Any product that can save money 
for any company is welcome 
these days. CLING-SURFACE 
and slack belts mean astonishing 
economies in power costs. That’s 
why CLING-SURFACE is sell- 
ing over and over to thousands 
of firms and making profits again 
and again for our distributors. 
Why be satisfied with single- 
sale-items? Put CLING-SUR- 
FACE—a proven repeater to 


service, handling adjust- 
ments properly, and keep- 
ing his representatives 


sufficiently informed 
about the goods they 
handle. 


4. The distributor will lose his 
place in the transactions be- 
tween consumer and manufac- 
turer only if— 

a. He himself does not live 
up to the proper standard 
of service. 

b. Many manufacturers un- 
fairly handicap him by 
seeking to get all the 
cream of the business in 
direct sales, and leave the 
distributor only the 
skimmed milk, which 
makes his position almost 
impossible. 





c. Many consumers have a 
complex for buying di- 
rect from manufacturers, 
which is justified neither 
by the considerations of 
economy nor of service. 

I have some strong convictions 
as to the part which each one of 
the three parties should play in 
this triangle of business. First, 
I believe that the manufacturer, 
if he sells through a distributor, 
should give the distributor pro- 
tection just so long and so far as 
the distributor properly covers 
the field; second, I believe that 
the consumer should buy from 
the distributor so far as he can 
without sacrifice, because he 
needs the distributor for some 
items he buys and cannot expect 
him to live forever on scraps and 
skimmed milk; third, the dis- 
tributor should realize that his 
position depends on making him- 
self of real value. He cannot de- 
pend on motives of civic pride or 
pity on the part of the buyer, and 
he must carry stocks and he must 
give service. 


work for vou. 





Information? Write 


CLING- SURFACE CO. 


1017 NIAGARA ST. BUFFALO, N. Y. 

















A NEW PROFIT LINE FOR 1935 


UNIVERSAL 
MAUREY sreet vrutteys 
The World’s Largest Line of 
Single Groove Steel V-Sheaves 








Take advantage of 
the unusual sales plan that puts profits within 
the reach of wide awake distributors. 


You will enjoy complete protection, fast 
service on your orders — and an excellent 
margin of profit! The plainly evident quality 
of the line will arouse the immediate interest 
of your customers. 








JMC SPONSORS MEETINGS 
(Continued from page 14) 


With a small stock investment you can equip 
yourself to do an outstanding sales job to an 
enormous market in 1935. 


MAUREY 


ee  ™ ™* by the principal industrial buy- 


* ers of the Columbus territory 
and considerable interest was 
shown in the JMC data. Fol- 
lowing Secretary Cain’s presen- 
tation of the JMC Survey, open 
discussion was held which pro- 
vided an opportunity for further 








True Running 


INVESTIGATE NOW ! ! ! mee 


Finished in Silver 
Aluminum Lacquer 


MAUREY MANUFACTURING CORP. sun tales te estes 
(Name changed from Up-To-Date Machine W heavy hubs from Solid Steel or 


Malleable tron. No die cast 
2907-15 So. Wabash Ave. CHICAGO, ILL. hubs used. 
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Salesmen Get Results 
When They Sell 


IMPERIAL 


BRASS FITTINGS 


There is such a market for this complete 
line that there are sales possibilities on al- 
most every distributor call. (This market 
will be larger and more productive in 1935 
than for many years past.) 


Salesmen for distributors already handling 
Imperial Fittings are enjoying unusual suc- 
cess in selling them. They find that the 
quality and completeness of the line and 
the fine reputation it has, cut down sales 
resistance almost to nothing. 


Our standard packaging methods, our fast 
service to distributors and the free Imperial 
Fitting Chart are proving of great value to 
these salesmen. 


Let us send you copies of the Fitting 
Chart and complete information about the 
sales advantages of the Imperial Brass Fit- 
ting Line and the fine opportunities it gives 
you for profits in 1935. 





i. ZY 
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THE IMPERIAL BRASS MFG. CoO. 








511 SOUTH RACINE AVE. 


CHICAGO, ILLINOIS 











Are You Ready for the 1935 
Sales Campaign? 











NDUSTRIAL plants will purchase new capital equipment. 
Employment will be increased. 
stepped up. 


Production will be 


That is our prediction for the new year. 


And, of course, industrial brushes and brooms of every 
type will be needed to replace worn out equipment and 
to put sufficient 


“cleaning tools” in the hands of the 


additional workers. 


CAPITAL "Red Cap" Brushes and Brooms are the dis- 
tributor's own line—have been for more than 40 years. 
Write for details of the sales plan that has proved profit- 


able to so many distributors. 





INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 


126 Brush Street 





1890 


Indianapolis, Indiana 








analysis of the savings to con- 
sumers through the use of the 
distributor’s services. 


@ On the evening of December 
12, the Purchasing Agents of 
Chattanooga, Tennessee, met at 
the Hotel Patten for dinner, and 
reviewed the JMC Survey. The 
James Supply Company, The 
Chattanooga Belting and Supply 
Company, and the Mills and Lup- 
ton Supply Company sponsored 
this meeting. Mr. Cain present- 
ed the survey data, following 
which there was an interesting 
open discussion on the possibili- 
ties of further savings that can 
be effected by consumers on pur- 
chases of their supply require- 
ments from distributors. “We 
feel that good work was done last 
night in planting the seed of so- 
liciting the cooperation of the 
purchasing agents in supporting 
the supply dealers,” stated J. B. 
Crimmins, president of the Mills 
and Lupton Supply Company. 
“Mr. Cain’s JMC Charts were 
most effective, and the purchas- 
ing agents were presented these 
facts in such a manner that they 
will remember them for a long 
time.” 


@ The following new subscrib- 
ers were enrolled in the JMC dur- 
ing December: Persinger Supply 
Company, Williamson, West Vir- 
ginia; Armstrong Brothers Tool 
Company, Chicago; Skilsaw, In- 
corporated, Chicago. 








THREE THOUSAND ATTEND 
TAYLOR EXHIBIT 
_ (Continued from page 17) 








and Company, Incorporated, to 
industry in the valley. Through 
the splendid cooperation of the 
many manufacturers who as- 
sisted with the show, we feel 
confident that we accomplished 
our purpose. 

“Today, as never before, al- 
most every key man in the indus- 
tries of this section has a better 
knowledge of the variety and 
type of merchandise we have 
available. 

“The show is already acting 
like an aspirin tablet to the afore- 
mentioned headache.” 
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FROM STOCK REQUIREMENTS TO ENGINEERED JOBS 


Everything — 
Mee Tinga in Power TRANSMISSION 
== & Special EQquiPMENT 










Flange Bearings, Ball 
and Socket anger 
Bearings and Unit 
Mountings also avail- 
able. 


Medart Gears can be fur 





nished in a complete range 
of sizes and types—cast 
iron, machine molded and a a 


spur, miter and Ball and Socket - 

Hanger Bearing Medart Pulleys — Stee! 
and Iron, also Wood 
Furnished in all standard 
types. Sizes up to 16 ft 
diameter, 84 in. face. 





You profit when you do business with 
Medart: (1) Because, Medart means 


: “Everything in Power Transmission 
and Special Equipment''—the com- 
plete line . . . (2) Because, Medart 
meets every requirement from Stock 
Orders to Engineered Jobs . . . (3) 
Because, Medart actually gives you 
service—and that's what counts with 
your customers . . . (4) Because, 
Medart has a Distributor Policy .. . 


(5) Because, Medari gives you 





Medart Hangers anti-fric- 


ius G0 Giasinik Seesliaee call the sales assistance of a well 
tr ad cone ee qualified Engineering and Sales 
rent Organization. 


MEDART AND THE “POWER 
CW TRANSMISSION COUNCIL” 
See the "Power Transmission Council” ad- 


CATAL O G S vertisement in this issue. If you and your 


. salesmen are taking advantage of this—SEE 
Write for Catalogs MEDART for Sales Assistance and Service 





This is a typical installation where Medart is reduc 56G, 56T, 5é6V. on EVERYTHING IN POWER TRANSMIS. 
ing power transmission costs. Medart V-Belt and Address Dept. M SION AND SPECIAL EQUIPMENT 
otherinstailations are doing this throughout industry. a ti " 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
P te New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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PRODUCER 


The “Bull Dog” Pipe Welding Clamp 


This sales-producer is “right down your 
alley,” Mr. Industrial Distributor! Wher- 
ever pipe is welded, there’s a “live” pros- 
pect for the Oster-Williams “Bull Dog”’ 
Pipe Welding Clamp. 


Its advantages are so self-evident that the 
sales job is remarkably easy; it is adjust- 
able, simple and convenient to use. A one 
lever control makes it easy to put on and 
take off. Lengths of pipe are automatically 
centered and held rigidly in the correct 
position for welding. Its open construction 
permits an exceptionally large amount of 
space for tacking. It’s powerfully con- 
structed to stand the gaff! And the prices 
are RIGHT! 


There are two sizes: No. 6 with a range 
from 4” to 6”; No. 12 with a range from 
8” to 12”. Write for complete proposition. 





(OSTER) — 
| somes Stocks and Dies Pipe and Bolt Machines + Pipe Welding Tools 


) OSTER-WILLIAMS 


KA n 
IN 

SALES OFFICE: 2041 EAST 61st STREET, 
FACTORIES: ERIE, 











f\ yy CLEVELAND, OHIO 
PA. AND CLEVELAND, OHIO 





POWER TRANSMISSION EQUIPMENT 
FOR THE DISTRIBUTOR 





Everyone Wants 
ANTI-FRICTION BEARINGS 


You Can Sell 
JONES-TIMKEN 


You really have something different to offer your 
customers when you sell Jones-Timken Bearing 
Equipped Pillow Blocks and Hangers. Jones-Timken 
roller bearings insure constant lubrication because 
they keep the oil in. They will give 
your customers many times the service 
of ordinary bearings. In addition, think 
of the weight the name “Timken” car- 
ries with it. 

Jones-Timken Pillow Blocks and Hang- 
ers are not difficult to sell. You don't 
have to be an engineer to do it. 
Our fine profit spread for distrib- 
utors and our sales cooperation 
will appeal to you. Write for our 
new bulletin and our new distrib- 
utor policy. 


W. A. JONES FOUNDRY & MACHINE COMPANY 


4401 Roosevelt Road CHICAGO, ILLINOIS 
ALSO MANUFACTURERS OF V-BELT DRIVES, CUT AND CAST TOOTH 
GEARS, PULLEYS, FLEXIBLE COUPLINGS AND SPEED REDUCERS 





} 


| 


Included in the list of those 
invited were the engineering 
classes of two universities in the 
territory, the local chapter of 
power plant engineers and the 
Lion’s Club of Allentown. The 
latter held its weekly luncheon 
meeting in the Taylor building. 

The Power Transmission Coun- 
cil showed talking movies on the 
economy of group drive transmis- 
sion on the last night of the ex- 
hibit. 

Door prizes were given away 
each day, the stub of the admis- 
sion ticket being used for this 
purpose. Coffee and doughnuts 
were served by the ladies asso- 


ciated with the company. 


Perhaps the real justification 
for the outlay necessary to put 
this exhibit across was expressed 
by a manufacturer’s representa- 
tive, who said, “I have attended 
many exhibits but not any so 
well attended by individuals who 
actually were interested in the 
many lines exhibited.” 





TRUMBULL SHOW ATTRACTS 
WIDESPREAD ATTENTION 


(Continued from page 12) 





onstrations by representatives 


of the Linde Air Products 
Company, the Stanley Electric 
Tool Company, the Permutit 


Company, the American Brass 
Company and the Eagle-Picher 
Lead Company showed these 
lines in operation. Interesting 
exhibits of wire and manila rope 
and accessories by the Upson- 
Walton Company, leather belting 
and specialties by the Charles A. 
Schieren Company, fittings by 
the Grinnell Company, babbitt by 
the Federated Metals Corpora- 
tion, mechanical rubber goods by 
the United States Rubber Com- 
pany, belt lacing by the Clipper 
Belt Lacer Company, files by the 
Delta File Company, pumps by 
Goulds Pumps, Incorporated, and 
hoists by the Yale and Towne 
Manufacturing Company com- 
pleted the well-arranged layout. 

M. L. Derge, president of the 
Trumbull Manufacturing Com- 
pany, and Thorne Pendleton, sec- 
retary, expressed themselves at 
being well satisfied that the cost 
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STONE 


Industrial 
Efficiency 


hen you talk efficiency to your trade begin with lacing 
equipment and emphasize its importance in maintain- 
ing to-day’s highly competitive siandards of production. 
Tell the plant operator how much longer belts will run 
when laced with Clipper hooks. Tell him they will cost 
him 15% less than any other hook made in America. 
despite their superior quality. 


Tell him how quickly a modern high speed Clipper lacer 
will re-lace his belts and how small its cost compared with 
the time and labor it will actually save. 


You'll find Clipper Lacing Equipment easy to sell—once you 
demonstrate how quickly it will pull down production costs. 


CLIPPER BELT LACER COMPANY 


GRAND RAPIDS MICHIGAN 
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New Fool-Proof 


Patents 
Strain Relief 


Pending 


A New HOOK 
to Increase 

Your Portable 
Guard Sales 








Handle that 
Hooks Anywhere 















Here is a new 
and different 
portable guard 
feature to talk 
about and dem- 
onstrate. The 


Extra open hook-handle is 

iectste~ broad, flat and wide. 

Woldea It fits scores of places 

Non-Rolling that the old wire hook 
age 


would not fit. Hooks, 
and stays put, on a bench 
_ ,top, over a pipe, between 
joints —and it will stand 
upright as readily as it will 
hang. Makes the portable guard 
twice as handy as ever before. 
Has many other talking points, 
too! Extra heavy, electric- 
welded, double plated cage. New 
strain-relief, stronger, easier to 
wire, relieving all strain on socket 
connection. 


| er a The new McGill Catalog tells the 
—— whole story—write for your copy. 


‘exe'| MAC GILL/'d 


ABLISHED 1906 


VALPARAISO - INDIANA 


















THE DEMAND 


for WINTER BROTHERS’ Com- 
mercial Ground Thread Taps has 
quadrupled during the past yearl 


The reason is simple: These taps 
are built to exacting specifications by 
skilled tool makers—and there is no 
substitute for experience. 


Technically, it is the WINTER 
BROTHERS' SPECIAL RELIEF that 
makes them different—and popular— 
with the customer. 


Write for Circular 


THE 


WINTER BROTHERS COMPANY 
Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 
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| of the exhibit would be returned 
| many times. 
| itors thanked the Trumbull offi- 


Hundreds of vis- 


cials for bringing interesting ex- 


| hibits on industrial supplies and 


equipment to Warren. 








SALES PROMOTION 
(Continued from page 15) 








If they are to increase the volume 
of business they are now doing 
it is necessary that they rectify 
the above weakness. 

Every distributor would do 
well to resolve to tell his custom- 
ers by every means possible at 
every opportunity of the real sav- 
ings made possible by his serv- 
ices. Letters, mailing pieces, in- 
dustrial exhibits, catalogs are all 
available as media to carry this 
message. Use them all and don’t 
be afraid to repeat again and 
again the basic reasons why your 
customers should buy from you. 

It must be remembered that all 
purchasing agents are literally 
bombarded with advertising ma- 
terial. Only constant repetition 
of your story will make the sort 
of an impression necessary to 
accomplish the results you want. 








| ANSWERS TO QUESTIONS 


ON PAGE 10 
1. What is the difference be- 
tween a differential and a 
screw hoist? 
The differential hoist de- 
pends, as its name indi- 
cates, on a differential in 
number of chain pockets in 
parallel sheaves for its 
load advantage, while the 
screw hoist operates on the 
worm and screw principle. 
Usually the two will oper- 
ate at about the same speed 
but the differential hoist 
requires from twice to 
three times the chain pull. 
2. What is meant when a hack 
saw blade is said to be 18- 
point or 18-pitch? 
Generally, the terms 18- 
point or 18-pitch designate 
the number of teeth per 
inch. 
3. In recommending a file for 
saw filing, what general rule 
should be followed as regards 
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WANT YOUR PIPE WRENCHES SAFE? 


(Foolish question, of course, but here's a sensible answer) 








Al 


( TRADE RIGcCIb MARK Part. | 24+ ) 
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YOU CAN TRUST ALL YOU'VE GOT TO 
THE POWERFUL NEW ALL-ALLOY 
7000 BL. Rl ato 








@ This new Super-X Alloy metal we 














now use for handles and housings has 
phenomenal strength—more than double 


that of the old RIDGID that won a great 
reputation for strength. 


e@ We've frequently put a load of 3: tons 
on the handle of a 24” RIDGID, 95 inches 
from the jaws—and it's never quivered. The 
chrome molybdenum nickel alloy steel jaws 


didn’t groan. 


@ Use this wrench straight or crooked, side 
twist or what you want— it'll take it cheerfully, 


housing and all. 


@ The more dangerous the job, the more a RIDGID 
Wrench is needed. 








Sell them for new satisfaction and economy to your customers 


THE RIDGE TOOL CO., ELYRIA, OHIO, U. S. A. 


y RISD 


Tokens SUPER - PERFORMANCE PIPE TOOLS 


JANUARY, 1935 


ALL THESE FEATURES 
IN ONE WRENCH! 


1. Full-floating hook jaw of 
chrome molybdenum nickel al- 
loy steel—no bending or break- 
ing. And a handy accurate pipe 
scale on it. 


2. Instant grip and let-go. No 
slipping. You can't lock it on 
@ pipe. 

3. Replaceable heel jaw of 


chrome molybdenum nickel al- 
loy steel. 


4. You can't break or distort 
the housing of new Super-X 
alloy metal. 


5. Adjusting nut spins freely in 
all sizes, 6” to 60”. 


6. Powerful I-beam handle of 
new Super-X alloy metal, with 
handy hang-up hole. 


A WHOLE LINE OF 
SUPER PIPE TOOLS 


PIPE THREADERS—I! tools in 
the line, for threading '/,” to 
2” pipe. 

PIPE CUTTERS—with the fam- 


ous super-steel wheel blade. 
Also a new tubing cutter. 


PIPE VISES—7 yoke and chain 
vises, some with no-mar jaws for 
nickel pipe. 
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THE DART BRONZE-TO-BRONZE 


GROUND BALL JOINT 


Two bronze seats give a perfect fit 
because they are ground to a true 
ball joint arc. The last turn of the 
wrench brings the two seats into a 
perfect contact without jamming. 


DART U 








There 
MUST BE 


something to it 


For 40 years Dart skilled 
workmen have specialized in 
the manufacture of unions 
and flanges. Isn’t it natural 
that this concentration should 
result in our producing better, 
more accurate and more reli- 
able unions? 


BRONZE-TO-BRONZE 





TEES—UNIONS~—ELLS—SCREWED—FLANGED 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 


The Fairbanks Company, New York 


and at all branches 


Canadian Factory: 
Dart Union Company, Ltd. 
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and a fast cut withgut too 


“ONLY 


Toronto, Canada 


a 


4 SAW BLADES 


4 Ze): a 






LileL MM dab Mm ial-lealelalia Mery 
for “Moly” hack saw blades. Als® every 
dollar in blades goes 50% farthér. They 


ela Mek im gels 4-1 Melile Miclim lilies 


ie VicrOR SAW WORKS, INc. 


MIDDLETOWN, N.Y 


Sold only through Distributors 


@ 455 


4} y ‘MOLY’ HACK 


10. 


. What are the 


width or size of a file as com- 

pared with the depth of the 

teeth to be filed? 
Width or size of a three- 
sided saw file should be 
about twice the depth of 
the teeth of the saw to be 
filed. This will allow uni- 
form wear on all three 
sides and prevent wastage 
of filing surface. 


. What colors are commonly 


used in the manufacture of 
welding hose to distinguish 
oxygen hose from acetylene 
hose? 
Oxygen hose is usually 
green in color while acety- 
lene hose is red. Oxygen 
hose and acetylene hose 
should never be _ inter- 
changed. 


. For what purpose is copper 


alloyed with iron and steel 

in the manufacture of pipe? 
Copper, when alloyed in 
proper proportion, is said 
to add greatly to the rust 
and corrosion - resisting 
properties of these metals. 

How many men does it take 

to move a loaded freight car 

with a car mover? 
One. 

For what purposes are vitri- 


fied rubbing bricks used? 


Vitrified rubbing bricks 
are used for dressing and 
smoothing granite, marble 
and concrete surfaces, for 
scouring castings, remov- 
ing mold marks and clean- 
ing chilled iron and steel 
rolls. 
indications 
that too much speed is being 
used in metal drilling? 
Excessive wear on the 
margins of the drill and 
breaking down of the outer 
corners of the cutting lips 
indicate too much speed. 


. Are whistle valves used for 


other purposes than for 
whistles? 
Yes. They are often used 


as quick relief valves on 
air lines. 

What is the reason for the 

pipe scale on pipe wrenches? 
Where the user has to 
reach for a pipe, the pipe 
scale enables him to set the 
adjustable jaws before- 
hand. 
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E don’t know what the sales will be 

for Kable Kord Flat Belting in 1935 
— but we know they’ll be heavy! Why 
are we so sure? Well, we have huge 
orders already booked for delivery this 
year. Second, dozens and dozens of un- SHOW THEM WHY 
solicited Kable Kord testimonials are KABLE KORD GRIPS 
constantly pouring into our offices. 
(That means people are talking about 
Kable Kord!) Third, we know there’s PRESSURE 
no other flat belting on the market that 
comes even close to Kable Kord in 
performance. And fourth, we’re going 
to push Kable Kord this year with sound 
merchandising and vigorous advertising. 
















TOP 


SLOWLY and lightly, slide your 
finger across a smooth “— 
Suddenly, exert pressure. Your 
finger STOPS! Pressure —that’s 
what stopped your finger. And, 
in Kable Kord it’s the pressure 
of the contactor belt upon the 
pulling cords that prevents Kable 
Kord from slipping on a pulley 
. that provides Kable Kord 
with a positive grip ! 


fle 











Let’s get together. Write... 
L. H. GILMER COMPANY, Tacony, Phila. 


Manufacturers of V-Belts, Speedage 
Endless Fabric Belts, Kable Kord Belts 





THE GILMER V-BELT 


is easy to sell. Industry knows its ef- 
ficiency and economy. That's why, 
in replacing V-Belts, most mainte- 
nance men say, “Give us Gilmers.” 








Kable Kord is furnished both endless and 
in rolls. Kable Kord Endless comes in stand- 
ard and special sizes. 











SPECIALISTS Bm @ @hmee et BELES SINEE 1903 
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KNURLED 
SOCKET HEAD CAP SCREW 


oay ix Exhaustive investigations have satisfied 
% us that the Knurled “‘Unbrako”’ will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 





Mechanics in general and, therefore, bet- 
ter stock the Knurled “Unbrako” now. 


The Knurled “Unbrako” costs no more 
than the old-style smooth-head “Un- 
brako”’ Cap Screw—size for size—and is 
absolutely equal to it in strength, ac- 
curacy and quality. 


When ordering be sure to call it by its 
right name—The Knurled “Unbrako”’. 


Get our “Unbrako”’ Price List. 


U. S. and Foreign Pats. Pending 


nn — << 


The Knurled “Unbrako” 


Fingers become geared toe the knurled head so they 
can’t slip, which makes the knurled “Unbrakeo” a 


real time and laber saver. 
Order by Name— 
Specify the Knurled “Unbrako”’ Old Smooth-Head 


Fingers slip and slide. 


FREE SAMPLES Hard and slew to drive. 








STANDARD PRESSED STEEL CO.| ' 


BRANCHES BRANCHES \ 


omeaae JENKINTOWN, PENNA. NEW YOR 
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SAN FRANCISCO 
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DETROIT 
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@ A NEW reinforced steel sheave is 
said to overcome the tendency of 
the outside walls to bend under the 
strain of excessive overloads. Such 
bending, of course, throws the sheave 
off true. The outside walls of the 
new “Duro-Brace” sheaves are rein- 
forced by a convex steel plate. Weld- 
ing at the rim and web for addi- 
tional strength and the interior grid- 
type construction for rigidity, which 
were features of the former design, 
are retained in this new sheave.— 
Allis-Chalmers Manufacturing Com- 
pany, Milwaukee, Wisconsin. MILL 
SUPPLIES, January, 1935. 


CLIP TYPE GATE VALVE 





@ A clip valve with a 


type gate 
round bonnet construction permits 
the use of a male and female joint 


with asbestos gasket. A full U-bolt 
is used to hold the bonnet joint tight. 
When the nuts on these bolts are 
tightened, pressure is equalized on 
both sides. Three sets of guides on 
the body and twe solid eye lugs on 
the bonnet hold the U-Bolt and elim- 
inate possibility of slipping. Among 
the internal features are the full 
thickness I-beam cast wedge which 
manufacturer claims brings sturdi- 
ness to the valve seat and permits 
the use of full size body guides to 
assure correct seating. A horse-shoe 
connection is used to assemble the 
spindle and wedge. Guide slots in the 
wedge are machined. Unit is made 
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in all-iron and bronze mounted con- 


struction.—Reading-Pratt and Cady 
Company, Incorporated, Bridgeport, 
Connecticut. MILL SUPPLIES, Jan- 


uary, 1935. 


JOINT SEALING CEMENT 





@ A new joint sealing cement, both 

water and oil proof, known as 
Formatite, is recommended for clos- 
ing small surface leaks in tanks and 
other metal vessels, as- well as for 
making permanent joints in threaded 
and flanged pipe fittings Manufac- 
turer claims it is especially adapted 
for gasoline and oil lines which are 
exposed to weather or subjected to 


under ground water seepage. It is 
packed in 2-ounce collapsible metal 
tubes, and %-pint, 1-pint, '2-gallon 


and 1-gallon cans. Manufacturer also 
states that this sealing cement is not 
adapted for use in joints which are 
frequently diseonnected.— The Key 
Boiler Equipment Company, East St. 
Louis, Illinois. MILL SUPPL IES, 
January, 1935. 


FLEXIBLE COUPLING 











@ SPECIAL width — roller 
flexible chain cou- 
pling illustrated above provide for 
free operation and real flexibility 
without friction and excessive noise. 
One strand of the chain is equipped 
with the standard cylindrical rollers 
whereas the other strand has convex 
surface oversize rollers which provide 


double 
chains on the 


for free operations where shaft de- 
flection and misalignment exist. Per- 
manent shaft deflections up to three 
degrees can be handled without undue 
strains, thus taking care of shaft 
joints with wabbles or permanent ec- 
centricities. Manufacturer claims that 
the coupling is economical because it 
is self-aligning and does not require 
the added cost of the oil-tight case 
or housing, and is efficient because the 
special heat-treated convex rollers 
operate freely on the hardened 
sprocket teeth. — Baldwin-Duckworth 
Chain Corporation, Springfield, Mas- 
sachusetts. MILL SUPPLIES, Janu- 
ary, 1935. 


WATER CONTROL VALVE 





@ A water 
developed for use in 


been 
connection 
with air conditioning, refrigeration 
and in industrial fields, which can 
also be used for an air valve. The 
valve is based upon the by-pass 
principle for opening the main valve 
seat. The water enters the _ inlet 
against the main valve seat and the 
by-pass solenoid valve, and when the 
solenoid coil is energized it raises the 
by-pass plunger. The plunger is not 
attached directly to the by-pass valve 
stem, but travels a short distance and 
gains momentum before it raises the 
valve stem itself. When the by-pass 
valve is opened it allows the water to 
force the diaphragm down immedi- 
ately, which in turn opens the main 
valve seat, allowing the full capacity 
of the water to pass through. As soon 
as the solenoid is de-energized, the 
by-pass is closed. The valve con- 
struction is of brass and non-ferrous 
material, the plunger made of stain- 
less steel, the strainer of monel 
metal, and the valve seats of rubber 
composition.— Automatic Products 
Company, Milwaukee, Wisconsin. 
MILL SUPPLIES, January, 1935. 
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@ THESE marine type fusible plugs 

are made with high grade bronze 
castings and filled with pure tin. 
Threads are extra long, standard iron 
pipe size on the small end, and will 
therefore fit standard pipe threaded 


VV \\\ 
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holes and holes that have been tapped 
or worn oversize. Plugs are tesnithen 
in regular standard and high pressure 
patterns. Regular standard plugs are 
ae R-S and high pressure plugs 
H-P.—H. B. Sherman ee 
Com any, Battle Creek, 


Michigan. 
MIL 


PLIES, January, 1935. 


CHIPPER’S GOGGLE 





@ A new chipper’s goggle designated 

as Number 535 has individually 
moulded right and left bakelite eye 
cups which fit any facial contour and 
is of a much shallower design than 
formerly, so that the lenses set 
closer to the eyes and give a wider 
range of vision. All metal parts are 
finished in black to prevent glare and 
are corrosion proof. A new type ball 
chain bridge allows for quick and 
easy adjustment of width. Unit has 
a new type retaining ring for holding 
lenses. One of the features is the 
baffled lens, giving cross circulation 
of air across the under vents in edge 
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of eye cups under surface of lens. 
Unit weighs less than 2% ounces.— 
Chicago Eye Shield Company, Chi- 
cago, Illinois. MILL SUPPLIES, 
January, 1935. 


ELECTRIC-AIR HORN 





@ IN order to meet the requirements 
for a penetrating and powerful 
signal without the necessity of steam 
or compressed air piping, this elec- 
tric-air horn was designed, using the 
same type of vibrating-diaphragm 
compressed air horn employed in 
larger fire alarm horns. The horn 
member is directly attached to a spe- 
cial type of compressor that furnishes 
air as required by the horn and which 
is driven by a highly accelerated, 
heavy duty type motor. Unit is also 
equipped with relay for connecting 
into firm alarm, paging and other 
signaling systems. Code signals may 
be sent on it on a timing of one to 
two seconds per impulse. It can be 
furnished for 12, 24 or 32-volt stor- 
age battery operation and for 110 and 
220-volt a.c. or d.c. supply—Federal 
Electric Company, Chicago, Illinois. 
MILL SUPPLIES, January, 1935. 


SUCTION HOSE 


@ A new hose, known as Delmar 

suction hose made in all sizes u 
to 4 inches inside diameter, and whic 
can be used in practically all types 
of suction hose service, has a woven 
tubular re-enforcement of strong ca- 
bled cotton cords and wire which 
manufacturer claims makes a very 
strong but light hose which will not 
collapse. The hose has a smooth 
lining of specially compounded rubber 
which offers minimum frictional re- 
sistance to flow. Another advantage 
is that if it should be accidentally 
crushed it can be quickly restored to 
shape by use of a vise or mallet. 
It can also be easily connected to 
standard couplings on the job and 
does not .- uire soft ends on the 


hose.—The Electric Hose and Rubber 
ay ae | Wilmington, Delaware. 
MILL SUPPLIES, January, 1935. 


INDUSTRIAL VACUUM 
CLEANER 


@ MODEN 112 Tornado industrial 

vacuum cleaner is a heavy duty 
machine of exceptional power com- 
bined with light weight. The spec- 
ifications of the cleaner include 1 h.p. 





SALES POSSIBILITIES IN NEW PRODUCTS 








ball bearing G.E. motor, 46%-inch 
waterlift, observation glass, 12-gallon 
steel tank and a complete set of 
standard attachments for all plant 
cleaning purposes. One of the spe- 
cial features of this unit is the ob- 
servation glass which allows the op- 
erator to see dirt being removed when 
cleaning. Motor unit can be removed 
for use as a handy blower. Weight 
of cleaner is 45 pounds.—The Breuer 
Electric Manufacturing Company, 
Chicago, Illinois. MILL SUPPLIES, 
January, 1935 


BENCH GRINDER 





@A —_ grinder equipped with 10- 
inch diameter by 1-inch face grind- 
ing wheels is intended for shops where 
requirements are not continuous and 
can be furnished with a buffer ex- 
tension in place of grinding wheel on 
the right side—The Standard Elec- 
trical Tool Company, Cincinnati, Ohio. 
MILL SUPPLIES, January, 1935. 


CRIMP-NUT 








@ THE outstanding feature of 'this 

new crimp-nut is that it meets the 
need for a secure means of attach- 
ment which may be quickly placed in 
position on a partially or wholly com- 
pleted sheet metal structure, even 
though the back or interior of same 
is not readily accessible. Also it may 
be used in a hollow section where 
space is closely confined, as usually 
a ‘%-inch of space is sufficient. Man- 
ufacturer claims its holding capacity 
equals that of a standard bolt. When 
fastening is complete the crimp-nut 
is crimped tightly to the metal and 
it will not turn when screw is en- 
tered or removed. This is essential 
where provision must be made for 
removing and replacing work.—Dia- 
mond Expansion Bolt Company, Gar- 
wood, New Jersey. MILL SUPPLIES, 
January, 1935. 
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Exhibit of Vogt Drop Forged Steel Valves at the 
International Petroleum Exposition in Tulsa. 














ON STREAM 









Write for 
Catalog F-7 


Manufacturers of: Drop Forged Steel 
Valves and Fittings, Water Tube Boilers, 





. Oil Refinery Equipment, Ice Making and 
Vogt Hi sh Seenasta, High Temperature ani Steel elves Refrigerating Machinery, Heat Exchangers 


DROP 
roncen Steel 


Vogt VALVES 


HENRY VOGT MACHINE COMPANY, — lecorporaled, LOUISVILLE, KY. 
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- 
HOW Bot HELPS YOU MAKE A PROFIT DOLLAR 





QUALITY PRODUCT 


2 COMPLETE LINE 


3 


CONSUMER ADVERTISING 


PROFITABLE MARGIN The Bond Line carries 
a generously fair margin of profit for the mill sup- 
ply house. We know that our rep- 
resentatives must make an honest 
profit, and we have made the 
Bond Line a really profitable line 
for you to handle. There is a 
Profit Dollar in every sale of Bond 
Truck Casters. 


Write for our folder, ‘How Bond puts more 23-A Series 
Profit Dollars on your Balance Sheet”. (Patented) 





TRUCK CASTERS 


BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 


PHILA. OFFICE: 617 ARCH ST N. Y. C. OFFICE: 30 CHURCH ST 





MACHINER 


MILL'FACTORY I Mt | Bd 3-4 


ae ih . ' brings us to our 67th year of business 
THE 1°<@)\\ Xe : —years in which we have made a 


— 7 a ae re 


oe aeemten 





SAE DT PREIS Remnes mee * Lagarette 


FAC BO RY 
MANAGEMENT 
“ MAINTENANCI 


Year in and year out— 
Schieren Products are con- 
stantly brought before In- 
dustrial Buyers in the lead- 
ing Industrial Papers. ... . 





MACHINERY, i od oak 6 Ok 






good many friends, both users and 
jobbers of belting who have come to 


friendships is because we have some- 
thing in the way of product and serv- 
ice that is entirely aside from compe- 
tition and the stress of competitive 
conditions like we have today. We 
invite you to join us in this 67th year 
of these friendships, if you are not 
now handling Schieren quality Prod- 


ucts. 


LEATHER BELTING PACKINGS and SPECIALTIES 
Main Office and Factory 
33 FERRY STREET NEW YORK 


Branches and Distributors in All Principal Cities 











MEMBER OF THE POWER TRANSMISSION COUNCIL 











74 


ELECTRIC HAND GRINDER 





@ A NEW electric hand grinder with 
Bakelite body and high-speed mo- 


tor which is used for grinding pur- 


poses in production work, repairing, 
die and mold making. The grinder 
has a specially designed motor which 
delivers the speed of 18,000 r.p.m., 
with armatures statically and dynam- 
ically balanced to eliminate vibration 
and with both field and armature 
windings baked in Bakelite and var- 
nish. Motor is of Universal type and 
operates on either alternating and 
direct current. The molded Bakelite 
body is light, compact and strong and 
has the advantage of being a non- 
conductor of heat and electricity, 
which makes the tool cooler to use. 
The grip shank is made with ribs to 
promote a better grip for the motor. 
The motor is cooled by a fan which 
pulls an ample volume of air through 
the tool, and in this connection it is 
important to note the special air 
filter that protects the intake, which 
is housed in a metal shell and is de- 
tachable for cleaning. Manufacturer 
states that the grinder can be used 
with a large assortment of sizes and 
shapes of grinding wheels. The 
weight of the unit is 2% pounds.— 
Skilsaw, Incorporated, Chicago, Illi- 
nois. MILL SUPPLIES, January, 
1935. 


HOT MATERIAL BELT 





@ EMPLOYING the same principles 

of heat resistance which have been 
used successfully in Golden Ply tires, 
a conveyor belt known as the Golden 
Ply hot material belt has been de- 
veloped. The manufacturer states 
that the belt cover is so constructed 
as to offer far greater resistance to 
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are you the kind of Distributor 
WHO SHOULD READ THIS PAGE? 








= you a day-to-day operator, a mere 
opportunist—or are you seriously building 
a business, making customers as well as 
sales? , 


If you are the first type, read no further— 
this will not interest you. 


But if you are building for the future 
you will appreciate these reasons why 
“Greenfield” small tools fit your long range 
policy. 


Men and businesses are known by the com- 
pany they keep. “Greenfield” threading 
tools are handled by more leading distribu- 
tors in the United States than any other 
brand — more, we believe, than 
all other brands put together. 

this is 


handle 

Part of 
because ““Greenfield’’ is the 
iargest and oldest manufacturer of screw 
threading tools in the 
world. 


Distributors long in 
business know the pres- 





that 


of every 


tige attaches to well known lines 


sort. Leading manufacturers 
likewise have found it pays to entrust their 
products and their good-will to substantial 
distributors, concerns who have a standing 
and reputation of their own which they 
value and protect. Younger distributors 


whose policies are sound, who are “going 


places”, likewise recognize the value of 


established merchandise. 


The commanding position of “Greenfield” 
tools is due to the universal recognition of 
their quality, reputation, and stability by 
such distributors——and also to “Green- 
field’s” recognition of the importance of 
substantial distributors, and a sales policy 


assures such distributors a _ sat- 


which 


isfactory and continu- 
ous profit in the busi- 
with 


ness they do 


“Greenfield”. 








GREENFIELD 


TAP AND DIE 


CORPORATION 


Greenfield, Mass. 


New York: 15 Warren St. 


Chicago: 611 W. Washington Blvd. 


Detroit: 228 Congress St. W. 
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RETURN TO 
STANDARD— 


the substantially 
constructed elec- 
trical tool 





V4" Light Duty Electric Drill 


For intermittent service. 110 volt Universal 

Motor. 

Self-tightening, key-opened chuck. 

nient switch. 

Dimensions 114%4x4”. Weight 6 lbs. 
Price, $23.00. Other voltages, add 10%. 
Also other sizes, 4” to 1%” Heavy Duty. 


onve- 


COMBINA- 
TION 
INTERNAL- 
EXTERNAL 
GRINDERS 


Sizes: %, % 
and 1 H. P. 
Speeds up to 
20,000 r.p.m. 





TOOL POST 
GRINDERS 
% and % HP. 
Also Angle Plate 
Grinders, 4 H.P. 
up to 10 H.P. 
Planer and Boring 
Mill Grinders. 





PEDESTAL GRINDERS 
% H.P. up to 15 H.P. 
Also Bench Types. 
Buffing and Polishing 
Machines. 


WET TOOL GRINDER 


1/6 H.P. G. E. motor. 12x1%x%”". 
Wheel, 87 r.p.m. Weight, 95 Ibs. 
for School Shops. 
working Shops, etc. 
BLOWERS: Exhaust, Portable. Tile and 
Marble Cutters. SPECIAL MACHINES, 
GRINDERS: Portable, Ring Wheel, Disc, 
Adjustable Speed. 
BUFFERS AND POLISHERS: 
Portable, Bench, Pedestal, 
Speed-Belt Driven. 


Also for Pattern, Wood- 


Variable 


Dealers write for Catalog, Price List and 
Discounts. 


The 
Standard Electrical Tool Co., 


1948 W. Eighth St., CINCINNATI, OHIO 
Established 1912 











Surplus power within its — -—* | 


abrasion even’ after prolonged ex- 
posure to heat. One of the outstand- 
ing features is that the new belt ac- 
tually ees a 31% increase in 
flexing life after aging whereas the 
flexing life of usual hot material belt- 
ing has always been reduced about 
15% by normal aging tests.—The B. 
F. Goodrich Company, Akron, Ohio. 
MILL SUPPLIES, January, 1935. 


GRAVITY HOIST 





@ A BALL bearing, spur gear, grav- 

ity hoist, emphasizing high speed, 
free chain, quick adjustment, light 
weight and a load chain, which, it is 


| stated, will not tangle. So constructed 
| that the load is lowered by gravita- 


tion at the desired speed by simply 
pulling on rope to release clutch. Can 
be stopped at any position. Frame 





and hand chain wheel made of malle- | 
| able iron, with hooks of special drop 


forging, heat treated; load chain 
tested to 8,000 pounds, single strand. 
Gears of special heat treated steel; 


| hand chain, standard 3/16-inch link 


| hoist by 
| Hoist Com pany, 


Sandstone | 
Particularly | 





chain. Made at present in 1%, one and 
two-ton sizes. One man operated. 
Ease, handiness and economy of oper- 
ation are claimed for this new gravity 
the manufacturer.—Coffing 
Danville, Illinois. 
MILL SU PPLIES, January, 1935. 


CLAMP ATTACHMENT 


@ A new clamp attachment is de- 
eigned for use with dial test indi- 
caiors numbers 730 and 733. The 


clamp has a maximum capacity of | 


2%-inches diameter and is easily and 
quickly attached to arbor, spindle or 
similar machine part and dial gage 
can be used as a means of checking 
accurately the setting of fixtures and 
vises. It can also be used with indi- 
cator to check squareness of spindle 
in drill press and for similar work. 
The brass shoe on the end of the 
bolt swivels to prevent injury to a 
finished surface.—The Brown and 
Sharpe Manufacturing Company, 
Providence, Rhode Island. MILL 
SUPPLIES, January, 1935. 


No. 1 PLAIN 1” to 2” 


THE COMPLETE 








9 REASONS 


WHY “TOLEDOS” 


ARE SUPREME 


No. I—Light enough to permit 
easy handling. Heavy 
enough to withstand hard 
service. 


No. 2—Ratchet near center of 
tool. Better balance and 
easier handling. 


No. 3—High-Speed steel 2” dies, 
regular equipment. 
No. 4—Long life pipe holder, 


durable, simple and posi- 
tive. 


No. 5—All parts accurately ma- 
chined. Fitted with pre- 


cision. 
No. 6—Case-hardened, riveted 
taper pins. Not loose. 


No. 7—All parts iron or hardened 
steel. Withstand years of 
hard exacting service. No 
soft metal. 


No. 8—Simplified construction. 
Minimum number of mov- 
ing parts. 

No. 9—Design proven supreme by 


nearly 35 years consistent 
leadership. 


ee DO" 


we 
PIPE TOOLS 


THE TOLEDO PIPE THREADING 
MACHINE CO., 


New York Office, 72 Lafayette St. 





No. 1A RATCHET 1” to 2” COMPLETE 
NEW LOW NET PRICE $11.25 


COMPLETE 
NEW LOW NET PRICE $9.00 


LINE OF QUALITY 


TOLEDO, OHIO 
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Business Men's 


PROSPERITY 
SURVEY 


HERE'S a chance to give voice to your own ideas as to which national policies 
you believe most likely to speed recovery in your line of business. 


BALLOTS like this are being published this month in many business papers 
affiliated with The Associated Business Papers, Inc.—reaching virtually all 
key men in every line of industry, trade and profession throughout the nation. 


BUSINESS men, nationally, may appreciate an opportunity to express their 

convictions to a strictly non-partisan and impartial body—with the assurance 
that by so doing, business views will be presented effectively to the political, 
banking, industrial, business and labor leaders of the country. 


QUESTIONS on the economic ballot below are prefaced with "In your line of 

business" to make possible an industry by industry study as well as a con- 
sensus of business opinion in all fields of industry—so let our industry be well 
represented in the responses. 


wenn en eneennnnenennnneennn===) ECONOMIC BALLOT -----------------002222-----=; 


Check your convictions, sign, clip and mail this ballot. 


1. As regards the possibility of Congress adopting a universal thirty-hour work week, do you favor such 
legislation? Yes ( ) No ( ); and if so on the basis of | ) continuation of existing weekly wages, or 
) continuation of existing hourly rates of pay. 


2. In your line of business are you satisfied with enforcement of maximum hours and minimum wage 


provisions now in effect? Yes () No ( } 

3. In your line of business is there obtainable ample working capital—from banks? Yes ( } No ( ); from 
government agencies? Yes (} No ( ) 

4. In your line of business is there obtainable ample investment capital—from banks? Yes ( ) No [{ ): 
from government agencies? Yes () No ( ) 


5. In your line of business do you favor limitation of industrial output—by government control? Yes ( ) 


No ( ); by industry control? Yes {(} No () 
6. In your line of business do you favor a plan for control of prices—by -a code provision establishing 
price fixing? Yes () No ( ); by a code provision establishing an open price plan? Yes ( ) No ( } 
7. In your line of business do you think that government measures now in effect are helping small and 
medium sized enterprises? Yes ( ) No ( }; hurting such enterprises? Yes (} No ( ) 
Signed 
Please return this ballot to 
Firm . The Associated Business Papers, Inc. 
330 West 42nd St., 
Business _... New York, N. Y. 
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Don't Get 
| Caught Short- 
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I0y against this 


with o product « 
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n other words 


CLARK 


BOLTS 


Key 
log 
Lawn Mowe 
Loom 
Mach 
Olymp 
Plow 
Rim 
Seat 
islela ar 
Shoft 
sleigh 
Specia 
Spring 
Square 


Steel 


Elevator 
Ends 

Everdur 

Eye 

Felloe 
Fender 
Fillister Head 
Fin Heod 
Galvanized 
Guard 


Hanger 


Step 
Stove 
ilae ls) 
Stud 
Top 

Tee Heo 
Thumt 
Tire 


Tractor 


Wagon 
Wedg 


Whee 


NUTS 

Thumb 

or Wing 
Blank Square and 
Brass and Bronze Hexagon 
Case Hardened Hot Pressed 
Joint Cold Punched 
Rim Semi-Finished 


Special Castellated 


RIVETS 








MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and other 


facts of interest 





BORDEN CHANGES NAME 
@ Effective December 22, 1934, 

the corporate name of The 
Borden Company, Warren, Ohio, 
manufacturer of Beaver pipe 
tools, was changed to Beaver 
Pipe Tools, Incorporated. 

This is a change in name 
only, designed to identify the 
name of the company with the 
products it manufactures and to 
eliminate confusion in various 
district offices where The Bor- 
den Company (milk products) 
also operates. 


DUMORE ACQUIRES NEW 
BUILDING 

@ The Dumore Company, Ra- 

cine, Wisconsin, has expressed 
its faith in the future by the an- 
nouncement of the acquisition of 
a more spacious and modern fac- 
tory building. Both office and 
factory equipment are to be 


moved at once to the new quar- 
ters at 14th, Racine and Clark 
Streets. 


In addition to providing for 
future expansion, the new build- 
ing and new equipment being 
purchased will offer unlimited 
opportunities for systematic and 
efficient production of the Du- 
more line of fractional horse- 
power motors, grinders and elec- 
tric appliances. 


COONLEY REELECTED BY 
STANDARDS GROUP 


@ Howard Coonley, president, 

Walworth Company, was re- 
elected president of the Amer- 
ican Standards Association for 
1935 at the annual meeting of 
that organization in New York. 
This will be Mr. Coonley’s third 
term as president. He represents 
the American Society of Mechan- 
ical Engineers. 


Cone Head 


Countersunk Head 


Felloe 
Flot Head 
Oval Head 


Cop 
Coach 
Collar 


Special 
Stee! 

Truss Heod 
Wagon Box 


SCREWS 


Piano 
Set 
Special 


STUDS - WASHERS 


Brass, lron and Steel 


Write for Catalog 


CLARK BROS. BOLT CO., 


Milldale 


Conn. 
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Power show booth of The Fairbanks Company, featuring Fairbanks valves and 
Dart unions. 


MILL SUPPLIES 





a 
de 
*(suaau ~ 














, ny 
yn wie wy 


mou an an 


SAFETY EQUIPMENT MARKET Gw/ 


HIS market, always large, is growing yearly thanks to the sustained 

educational efforts of The National Safety Council, state work- 
men's compensation boards and insurance companies. Consider the 
requirements of the metal-working industry alone for goggles, welding 
helmets and sandblast hoods; for gloves, leggings and protective 
clothing; for respirators; for fuse pullers, ladder shoes and other 
items . . . and the requirements of many other fields as well. The 
Safety Service line is: 


a 
1. Favorably known. It has always 3. Complete. We manufacture 
been nationally advertised. It is Safety Service equipment under our 


widely accepted by safety engineers own roof. As a consequence, you can 
and manufacturers in general. 





save time and avoid wasteful detail 
2. Advanced. Safety Service has by buying your entire stock from one 
repeatedly pioneered improvements _ reliable source of supply. 

which became universal and perma- 

nent. Right now, for example, the 4. Profitable. A steady demand 
new Dreadnaut Non-Rubber Head- and exceptional salability insure rapid 
band offers you years-ahead sales ad- turn-over. The margin will more than 
vantages. satisfy you. 


A big opportunity awaits distributors of Safety Service Accident-Pre- 
vention Equipment in 1935. We shall be glad to supply the details. 


THE SAFETY EQUIPMENT SERVICE COMPANY 


Buell W. Nutt, President 1228 St. Clair Avenue, Clevelend, Ohio 
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YOU SHOULD 


Pumpe are not just “‘so much iron, bronze or steel’’ 





Trt e eT they are mechanisms built to perform a 


certain function How well they perform that 
function depend« to a great extent upon the experience, the 
foresight, the ability and the plant layout of the manufacturer. 





We know that we have the experience—over 75 years of it. We 
believe that our trained, specialized force has the ability and 
foresight to build pumps RIGHT for the jobs they are to 
handle. Our plant is new and modern in every respect, making 
for highly efficient, low cost production. 


Pumps for 
HAND TRANSFER 





(Bulletin MSR-4) 
HYDRAULIC POWER 
TRANSMISSION 
(Bulletin MSR-5 & 6) 
BULK STATIONS 
and REFINERIES 
(Bulletin MSR-7 & 8) 
HEAVY LIQUIDS 
(Bulletin MSR-?) 











We build a complete line of rotary pumps—hand and power. 
Call on us at any time you need pumping equipment—anything 
from pitcher spouts up to high pressure, hydraulic outfits. 












Write TODAY for the Roper 
selling plan and Bulletin 
MSR-I. 


Geo. D. Roper Corp. 
Rockford, Ill. 


ti 7 
(Bulle in MSR 2) Thus, YOU benefit. The Roper Pump you instail is built to 
GENERAL USE give REAL satisfaction at the lowest cost possible. It will 
Bulletin MSR pump thousands upon thousands of gallons, year after year, at | 
(Bulletin -3) minimum upkeep cost. 

COOLANT 





W. W. Gnann, who recently joined the 

sales organization of the Holo-Krome 

Screw Corporation. He will cover New 

York, New Jersey and Pennsylvania, the 

territory formerly covered by Ed. Daw- 

son, who has been promoted to export 
sales manager. 





WOODS OPENS NEW ENG- 










| LAND OFFICE 
| @ On January 1, T. B. Woods 


RO ER Sons Company opened a New 


ery BETTY oC | England office and branch ware- 
ieunadiendlinneiaenia . _ house at 387-391 Atlantic Ave- 


| nue, Boston, Massachusetts. 
i 905 ¢ Strane nD 1935 | Thomas E. Toomey is the branch 
| manager. Mr. Toomey, a compe- 


F LEXIBLE SHAFTS | pg py ag engl 
oO and 


Shafting Company, transmission 
The Directory Edition \% to 2H. P. 














Use Your Copy 


engineers. The mechanical and 
| millwright staffs of the branch 





a ES ae will be available to assist distrib- 
of en Chose in ain utors of the company’s products 
MILL SUPPLIES the Sale of | in the New England territory. 
Quality Equipment | A complete stock of power 
in | When You Sell the STRAND You transmission machinery, includ- 


} 


ing couplings, bearings, hangers, 
Your Buying Activities | 


pillow blocks, collars, cast iron 
split pulleys with interchange- 
able bushings, friction clutches 
| and other items, will be carried in 


Have a Steady Customer 


TYPE ML-6 






We Build Sixty 
Types and Sizes 


+ | 


—_—_——— 


\% to 2H. P. | the branch stock. In addition it 
| Both _ is planned to carry a full line of 
Compietely revised and up-to-date | Vertical and | v-belts and v-belt sheaves. 


—built exclusively for industrial Horizontal and 


distributors and their salesmen. | Many Attachments | MAUREY APPOINTS EASTERN 


| Covering a REPRESENTATIVE 
Multitude of @ Carl A. Miller has recently 
— cevxt Operations been appointed eastern repre- 
sentative tor the Maurey Manu- 
facturing Company, Chicago, 
Mailed December 21 N. A. STRAND & CO. _ manufacturer of steel v-pulleys. 
Manufacturers | His headquarters will be in New 

5001 No. Lincoln St. Chicago | York City. 





80 MILL SUPPLIES 

















()RDERS are what you want— 
and this paper helps you get 
them. 


It encourages your best customers 
and prospects to buy—by showing 
them how new equipment, new 
methods and new tools pay a profit. 
Article after article drives this home 
showing how today’s successful man- 
ufacturers are spending to save. 


Further, it helps you by selling your 
customers on many of the products 
you carry. Month after month, lead- 
ing manufacturers place their adver- 


... the plant man’s 
paper. More plant 
operating men sub- 
scribe to it than to 


any other business 


paper. 


A powerful sales force 
that helps you sell... 


tising in FACTORY to do this job 


for you. 


More advertisers used FACTORY 
in 1934 than any other paper serv- 
ing the general manufacturing field— 
real recognition of the ability of 
FACTORY as an order-maker. This 
powerful sales influence is at work 
in your territory—on plants you sell 
—on men your salesmen see. 


If you'd like to see a recent copy of 
this paper that works for you, we'll 
gladly send you one with our com- 
pliments. 


FACTORY MANAGEMENT AnD MAINTENANCE 


McGraw-Hill Publication ABC—ABP 330 West 42nd St., N. Y. C. 
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1935 


Will be a 
Good Year 


for 


DISTRIBUTORS’ 


SALESMEN 


who are 


Fortunate Enough 
to Handle 


POWERS 
KING 


POWER 


BOY 
and 


BADGER 


i——-Car Movers— 














Don't miss a single opportunity 
to talk these lines. 


Sales and profits will reward 
your efforts. 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, 


WELLAND, ONTARIO, CANADA 





Wisconsin 
CANADIAN ADVANCE CAR MOVER CO., 











YALE AND TOWNE MANAGER 
MARRIED 


| @ Bill Waring, Canadian dis- 


trict manager for the Yale 
and Towne Manufacturing Com- 
pany, was married in Detroit, 


| October 9. 





Mr. Waring has covered the 
entire Canadian territory for 





BILL WARING 


| Yale and Towne since October, 


1923, selling the entire Philadel- 


phia Division line—chain hoists, | 





SALES 


| American Swiss Files 
of Precision are a rep- 


lica of the imported 
Swiss. 

& 
We confine all of our 


efforts and skill ex- 


clusively to the man- 
_ufacture of Swiss 
Pattern Files of Pre- 
cision, which is re- 


flected in our quality 


product. 


e 
| The satisfactory per- 


formance of our 
product creates re- 
peat orders for the 


distributor who han- 


dles them. 


trolleys, electric hoists, electric | 


industrial trucks, tractors, trail- 


ers, hand lift trucks and skid | 


| platforms. 


Before joining Yale and 
Towne, he was with the Lake- 
wood Company, manufacturer of 
electric trucks. 


COMPANY ORGANIZED TO 
MAKE FILE AND TOOL 
HANDLES 
@ Since 1902 the J. L. Osgood 

Machinery and Tool Company, 
Incorporated, Buffalo, New York, 


| has manufactured a line of pat- 


ented file and tool handles as a 
side line. Effective January 1, 
1935, these ‘‘Indestructible” 
handles will be manufactured 
and marketed by a newly-organ- 
ized subsidiary, the J. L. Osgood 
Handle Company, 43-45 Pearl 
Street, Buffalo. 

A new catalog covering the 
entire line is ready for distribu- 
tion. Copies may be had on re- 
quest to the manufacturer. 


a 

Check up in your ter- 
ritory on Swiss Pat- 
| tern File users. This 
'will help increase 
| your Swiss Pattern 
File sales and make 
| satisfied customers. 


oa 


| AMERICAN SWISS FILE & TOOL CO. 


410-416 Trumbull Street 
ELIZABETH, N. J. 


pee 


sSwisS 





files of precision 


Mechanics’ Hand Tools 


and Knurls 


i 
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CUNEO HEAD JOINS 
DONNELLEY 


@ G.H.Gardner has resigned the 

presidency of the Cuneo Cat- 
alog Service Company to take a 
position in the catalog depart- 
ment of R. R. Donnelley and Sons 
Company. He will specialize in 
the selling of general hardware 
catalogs. 

In seeking for signs of return- 
ing good times in the industrial 
supply field, it is interesting to 
note that the Donnelley Company 
received more orders for new 
catalogs during October than in 
any other month, except one, in 
the last four years. 

During the last six months 
more distributors have ordered 
catalogs from this company than 
ordered in all of 1932 and 1933 
combined. 


AMERICAN ASSOCIATION EN- 
ROLLS NEW MEMBERS 


@ The American Supply and 

Machinery Manufacturers’ 
Association, according to a report 
contained in that organization’s 
Official Bulletin, has enrolled 20 
new members since the last con- 
vention. The membership com- 
mittee is headed by Roger Tewks- 
bury, Oster-Williams, Cleveland, 
Ohio. ° 


DICK OFFICIAL DEAD 
@ Samuel A. Pardee, who for 17 
years has been connected with 
R. and J. Dick Company, Incor- 
porated, died on December 20. 
He was secretary of the company 
at the time of his death. 





J.J. Downs snapped in the booth of the 
Clements Manufacturing Company at 
the Power Show. 
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GET OFF TO A GOOD 


START FOR 1935 


| Send 
for these Sales Helps 


@ DESMOND DRESSER AND SIMPLEX VISE CATALOGS 
@ CATALOG SHEETS FOR DISTRIBUTORS’ SALESMEN 
@ UP-TO-DATE PRICE LISTS 


There will be a steadily growing serve them right—and to make good 
demand this year for dressers, cut- profits for yourself—with Desmond 
ters and vises. Most industrial plants © Wheel Truing Tools (famous for more 
and small shops in your territory will than a quarter century) and Simplex 
be in the market. Be prepared to Steel Slide Vises. 





DESMOND GRINDING WHEEL DRESSERS 
AND CUTTERS 





Nos. 0, | and 2, Desmond-Huntington Dressers with 0 a ie 
long wearing bearings and cutters. No. 0 Desmond Cutters 


The only complete line of wheel truing tools. They are guaranteed to give 


your customers complete satisfaction. Their widespread reputation will 
help you sell them. 


SIMPLEX STEEL SLIDE VISES 





Stationary Base Swivel Base 


The solid steel slide is an exclusive Simplex feature. It makes Simplex Vises 
stronger and more serviceable. This obvious advantage will be a mighty 
factor in producing sales. 


SasaeseeCachonee 
A RES. Ak, CTE 


The DESMOND-STEPHAN MG. CO., 


Use this Coupon URBANA, OHIO. 


or Write us for 


Dear Sirs: 
Catalogs, Catalog Please send us, without obligation, copies of your 
‘ catalogs, a supply of catalog sheets, and up-to-date 
Sheets and Price | pret inet on sumples Steal Side Vers 
Lists COMPANY 
ADDRESS 
— CITY STATE 
BY 








B3 








EAGLE 


WELDED 
STEEL 
BENCH 
OILERS 


ARE BUILT TO GIVE SERVICE 
Under Most Severe Shop Conditions 
mye. a a THREADS 
Note 
This 
Superior 
Construc- 
tion 


SEAMLESS 
STKE 





| WELOLD 


. _ BOTTOM } > 


One piece, seamless steel, highly pol- 
ished, solid brass bushing and inter- 
changeable spouts. Straight or bent— 
4to12incheslong. Capacity 4 to 1 
int. 

_ Your jobber can supply you— 

if not write to us direct . . 
EAGLE MANUFACTURING CO. 

Wellsburg, W. Va. 








Here’s a chance to make 


year. 
calling on prospects for 
the 


CLEMENTS - CADILLAC 


BLOWER - SUCTION CLEANER - SPRAYER 


It is a cleaning and safety tool that 
should be in every plant because of the 
fire hazard in accumulated dust and 
lint, which also causes friction losses 
and shortens the life of machinery, mo- 





some extra money this | 
Every day you are | 





Victor A. Hanson, right, engineer for | 


the Mechanical Power Engineering As- 
sociates talks to an interested visitor at 
the Power Show. 


GREEN APPOINTED BY 

UNITED STATES RUBBER 
@ Appointment of Harry A. 

Green as manager of mechan- 
ical goods sales, Pacific Coast 
division comprising the Los An- 
geles, San Francisco, Portland, 
Seattle and Salt Lake City 
branches, has been announced 
by H. A. Everlien, sales manager, 
mechanical goods division, Unit- 


| ed States Rubber Products, In- 


corporated. 


In his new position, Mr. Green 
will coordinate his activities with 


| those of J. B. Brady, general 


manager of the Pacific Coast 
division, with headquarters in 
San Francisco. In addition, he 
will continue as manager of me- 
chanical goods sales in the San 
Francisco branch. 

Mr. Green’s record with the 
rubber company began 12 years 
ago when he was employed as a 
salesman in the Salt Lake City 
branch. He was later made 


| branch manager of mechanical 


tors, generators and other equipment. | 


The Clements Cadillac is a combination | 


blower, suction cleaner and sprayer. It 
is ball bearing and needs no oiling. It is 
nationally advertised. Take one out 
every day, demonstrate it and sell it to 
the first taker. A sale a day will help 
you exceed your quota. Why not try 
it? Write for prices. 


CLEMENTS MFG. CO. 


6650 Narragansett Ave., CHICAGO, ILL. 
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sales and subsequently trans- 
ferred to the San Francisco 
branch, where he held a similar 
position until his new appoint- 
ment. 


REINCKE FRACTURES WRIST 
e@ W. L. Reincke, sales manager 

of the Advance Car Mover 
Company, is operating under the 
handicap of a fractured left 
wrist, suffered in a fall on an icy 
sidewalk in Chicago recently. 
However, the injury isn’t pre- 
venting Bill from doing his daily 
sales work. 








SAFETY 
EQUIPMENT 


Industrial distributors and jobbers who want 
a reliable source of supply for safety equip- 
ment should investigate the CESCO line. 
Here's the type of equipment that builds up 
a distributor's reputation for selling the best. 








GOGGLES 


Plus its line of masks, respirators and shields 
CESCO manufactures more than 75 kinds and 
types of goggles—for eye safety and protec- 
tion when welding, chipping, cutting, grind- 


ing and all other eye hazard work. Your 
customers demand CESCO quality and price. 
Supply them! 

WRITE FOR FREE CATALOG 


Ask for prices, discounts and CESCO’S plan 
for jobber cooperation. We'll supply catalog 
sheets for your salesmen so you can start 
getting business at once. Write today. 


CHICAGO EYE SHIELD CO. 


2329 Warren Boulevard 
| CHICAGO ILLINOIS 








BIG PLANTS ang 
LITTLE PLANTS 


—all offer 


you every day 
opportunities 
when you sell 


OTTEMILLER 


MILLED SCREW 
MACHINE PRODUCTS 


Cap Screws Set Screws 
Coupling Bolts 
Milled Studs 


The Ottemiller Line is complete enough and 
of such high quality as to encourage the dis- 
| tributor's salesmen to sell standardization—and 








establish a steady flow of repeat orders at 
good profits. 


Your inquiry is invited. 


| The WM. H. OTTEMILLER CO. 
| YORK, PA. 


| We also manufacture Dardelet Thread Screws. 
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: PRODUCT GROUP COMMIT- 
TEE SELECTED 
@ The National Supply and Ma- 
chinery Distributors’ Associa- 
tion has appointed H. E. Ruhf, 
Cleveland Tool and Supply Com- 
pany, Cleveland, Ohio,.as_ its 
product group chairman to serve 
with Horace Arnistrong, Arm- 
strong Brothers Tool Company, 
representative of the American 
t Supply and Machinery Manufac- 
turers’ Association. The South- 
ern Supply and Machinery Dis- 
tributors’ Association has chosen 
Ernest Howell, Capital City Sup- 
ply Company, Charleston, West 
Virginia, to fill a similar post on 
the joint committee. 

In the near future a meeting 
of this group is planned to work 
out the general program for the 
Product Group work. In the 
meantime, however, many of the 
group chairmen have gone ahead 
with the activity. One group has 
established a speakers’ bureau 
to appear before distributor 
groups with the idea of present- 
ing sales and product application 
ideas. The first of these clinics 
will be held in Pittsburgh. 








POOLE APPOINTS NIBLING 
@ The Poole Foundry and Ma- 

chine Company has an- 
nounced the appointment of the 
Nibling Engineering Sales Com- 
pany, 309 Colonial Building, 
Philadelphia, Pennsylvania, as 
its representative for the sale 
of Poole flexible couplings and 
speed reducers in the Philadel- 
phia district. 








Prederick 


Reisman, presidert, Key- 
stone Refractories Company, in his 
booth at the Power Show. The booth 
was decorated with an oil painting show- 
ing the use of fire brick and refractory 

i cement done by Mr. Reisman, an artist 

j of no mean ability. 
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QUALITY INDUSTRIAL 


1935 


Will Reward Distributors 

















Who Stock and SELL 





“Di-Bilt”’ 
Wire Wheel 
Brush 





“Monobilt” 
Wire Wheel Brush 
with Interchangeable 
Centers 





“Dura-Bilt” 
Tampico Wheel 
Brush 





MILWAUKEE Curved Back Solid 
Block Wire Brush 





MILWAUKEE 


WIRE BRISTLE FIBRE 


Industrial Brushes 


Our Manufacturing Policy — 


We concentrate our manufacturing activities exclusively 
on the production of industrial brushes and brooms. 
Consequently, we make exactly the right type for each 
industrial use. Our regular line includes all staple indus- 
trial brushes and brooms. And we are ready at all 
times, and on short notice, to build special types 
according to specifications. 


Our Distributor Policy — 


We are prepared to supply you with a complete line 
of standard industrial brushes and brooms. We can 
serve you quickly on your orders for products made to 
your customers’ specifications. We will support every 
Milwaukee product you sell with an unqualified guar- 
antee of satisfactory service. In addition, we will assist 
you in determining the proper brush for each industrial 
application and allow you a profit margin that will make 
your efforts well worth while. 


There will be a big market for Milwaukee Products this 
year. Let us show you how you can do a steady, day 
in and day out business on a small stock investment. 


Write us for complete information. 





REMEMBER 


= iii = 


MEANS 
BRUSH EXCELLENCE 




















GENERAL PURPOSE SWEEPING BRUSH 


THE MILWAUKEE BRUSH MANUFACTURING Co. 
2212-2236 North 30th Street, MILWAUKEE, WISCONSIN 


BRUSHES AND BROOMS FOR ALL PRODUCTION AND 


MAINTENANCE REQUIREMENTS 
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Strong Set-up 
for Distributors 


Fine Lines, which provide 
you with a complete belt- 
ing service for every plant 
in your territory. 


A n excellent Resale 


Price arrangement and the 
very best of distributor 
terms. 


Let us point out to you the advantages 
of selling— 


GENUINE HETTRICK—Stitched 
Canvas Belting. 

MALABAR—for conveying and 
elevating. 


HETMACO—The New Transmis- 
sion Belt. 





HETTRICK MFG. CO. 


Summit end Magnolia Sts. 
TOLEDO, OHIO 




















Sherman Brass Fittings 


No matter what your 


requirements are—or how 
quickly they must be 
filled—you can rely on 
the complete Sherman 
Line. 

Sherman Fittings are 








A snapshot of the Jenkins Brothers ex- 
hibit from the balcony at the Power 
Show. The three rows of valves in the 
center were constantly on the move. 


| WINFIELD JOINS ALUMINUM 


customers’ brass fittings | 


now all flat bead. They | 


Fig. 400 are made from good | 


Elbow brass, threaded accurate- 
ly and clean, with perfect 
alignment. 

The line is complete in 
all items and sizes of 
standard brass fittings 


sure up to 125 pounds; 
wash tray, tees, railing 
flanges, acorns, ground 
joint and flange unions, 





Fig. 407 

Tee pieces, flanged elbows, 
union elbows and nipples. Also manufac- 
turer of extra heavy brass fittings. 


Sherman Fusible Plugs 


Finest quality, 
standard type plugs 
are available in sizes 
ranging from % inch 
to 2 inches. They are 
made from bronze 
castings and filled 
with pure tin, and 
will give long time 
service at low cost. 
Marine type fusible 
plugs are made from 
special bronze cast- 


Short Pattern 


ings and will pass Fig 99 Outside Plug 
steamboat inspection Fig. 99a Inside Plug 
requirements. They 


are furnished in regular standard and high 


pressure patterns. 


Distributors—we'll be glad to send catalog 

sheets covering these two well known Sher- 

man Lines, also our attractive distributor 
terms. 


H.B. SHERMAN MFG. CO. 


Battle Creek, Mich. 
86 





crossover, extension 





for steam working pres- | 


INDUSTRIES 


@ Fred S. Winfield, for the last 

four years associated with au- 
tomotive and industrial manu- 
facturing concerns, has joined 
the field staff of Aluminum In- 
dustries, Incorporated, Cincin- 
nati, manufacturer of Permite 
Products, as sales engineer, ac- 
cording to announcement of H. J. 
Hater, general manager. Win- 





field will have headquarters at | 


Detroit, as assistant to B. J. 
Plumley, district manager, and 
will contact automotive and in- 
dustrial organizations in Detroit 
and Michigan. 


A native of Detroit, Winfield 


was educated at the University | 


of Michigan and soon after be- | 


came associated with the Timken 


Roller Bearing Company at Can- | 
ton, as engineer in the industrial | 


division. After a year and a half 
with Timken he joined the De- 


| troit Ball Bearing Company, as 


sales engineer, contacting indus- 
trial companies. He served in 
that capacity until January, 
1933, when he joined the Hoover 
Steel Ball Company at Ann 
Arbor, as district sales engineer, 
contacting automotive and in- 
dustrial concerns in western New 
York and western Pennsylvania. 


GREGORY APPOINTED BY 
REPUBLIC 


@ Paul W. Gregory has been ap- 

pointed general manager of 
the Canton Culvert Company, 
Canton, Ohio, subsidiary of Re- 
public Steel Corporation, accord- 
ing to announcement by N. J. 








100 S. Jefferson Street 








Naam 


IN 


1935 


Will continue to 
make good on the 
job, and their in- 
creasing sales vol- 
ume will mean 
added profits for 
distributors. 


We will be glad 
to explain how 
Monarch Blades 
can profitably fit 
into your present 
set up. 


vysfr 
HWY NOW 


MONARCH 


Great Neck Saw Mfrs. Inc., 


Great Neck, New York 


Chicago Representative 
H. E. Barton Tool Co. 








Chicago, Illinois 











NEVIER MIND 
SEALING 
THE ENDS 


Berry's “Leek-Pruf Hard Acid 
Core Solder can’t leak. The core 
is hard paste. No liquid. That 
means your solder customers 
don't have to worry about de- 
terioration. And Berry's "Leek- 
Pruf” is also fumeless, smokeless 
and sputterless—the best acid- 
core solder made. For economy, 
smooth working and a_ nice 
profit, sell “Leek-Pruf.’ BERRY 
SOLDER CO., Inc., 19 Rector 
Street, New York. Industrial and 
packaged solder. 


BERRY'S 
SOLDER 


Cex prufl hard acid core 
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Clarke, vice-president in charge 
of sales of the parent organiza- 
tion. 


Gregory succeeds F. A. Kelly, 
who was recently appointed pres- 
ident of the Toncan Culvert Man- 
ufacturers Association, Youngs- 
town, Ohio, and head of Repub- 
lic’s culvert division. 

For the past 15 years Mr. 
Gregory has been associated with 
the Wheeling Corrugating Com- 
pany, division of Wheeling Steel 
Corporation, at Wheeling, West 
Virginia. He was head of the 
culvert department of that firm. 


LEATHER BELTING ASSOCIA- 
TION ELECTS OFFICERS 


e@ At the annual meeting of the 

American Leather Belting As- 
sociation the following officers 
were elected for the Association 
year beginning December 8: G. 
Arthur Schieren, Charles A. 
Schieren Company, president; 
Phillip C. Brown, I. B. Williams 
and Sons, first vice-president; 
C. L. Tolles, Hartford Belting 
Company, second vice-president ; 
A. H. Rahmann, George Rah- 
mann and Company, treasurer ; 
and J. L. Nelson, secretary. 


ALEXANDER APPOINTS 
DISTRIBUTORS 

@ Alexander Brothers, Incorpo- 

rated, manufacturers of leath- 
er belting, has appointed the 
Northern Indiana Supply Com- 
pany, Kokomo, Indiana, and the 
Netherland Rubber Company, 
312 Race Street, Cincinnati, 
Ohio, distributors of its products 
in their respective territories. 





G. A. Barnard, sales manager, leather 


belting division, Graton and Knight 

Company, demonstrating and explaining 

leather belting tension and efficiency at 
the Power Show in New York. 
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CHICAGO RAWHIDE 


MECHANICAL 
LEATHERS 
e*e 
LEATHER PARTS 
and PRODUCTS 


still wear longer 


for every 


Industrial Use Stop buying “just gears” 


Chicago Rawhide pinions take all the wear when 
meshed with metal gears, still outwear either brass or 
iron. Made by a carefully developed process, from 
"Chicago Rawhide" the toughest of non-metallic gear 
material, these silent pinions will deliver as much 
power as metal gears and at the same time eliminate 
chatter, “grinding” and destructive vibration. Accu- 
rately cut in all sizes, types and pitches, they solve 
many difficult drive problems. 


Write The Chicago Rawhide Mfg. Co. 
Catalog 1290 Elston Avenue Chicago, U. S. A. 
New York Boston Philadelphia Pittsburgh Cleveland Cincinnati Detroit St. Louis 








Take all the wear - - 









BUILT TO SELL 


Because Quincy Compressors are built to sell they are helping many distributors 
build a handsome sales volume AT A PROFIT . . . Quincy offers distributors two 
important advantages: (!) A line of industrial compressors that combine such 
strong sales features as Timken Bearings, Pressure Lubrication, Automotive-type 
Pistons, Lynite Connecting Rods and (2) factory co-operation and sales recom- 
mendations that really help to build substantial business . . . Write for details 
about Quincy Compressors and the Quincy Distributor Plan. 


QUINCY COMPRESSOR CO. 


303 MAINE STREET, QUINCY, ILL. 205 W. Wacker Drive, Chicago 
30 Church Street, New York 







Model WWD — Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 


MODEL WWC — Water Cooled 
Duplex, with pressure lubrice 
tion. Completely automatic in- 
cluding all controls. 









Write for details of NEW 
Quincy Compressor features 
and the Quincy Distributor 
Policy. 


Compressors 























87 











FOR 
FASTER WORK 


Gardiner Flux-Filled Solder will save 
time and material. Made in both 
acid and rosin core in various alloys 
and gauges (as small as 1/32 of 
an inch). 





Enables experi- 
enced me- 
chanics to 
do faster 
work and 
aids inexpe- 
rienced help 
to do expert 
soldering. 
Due to mod- 
ern produc- 
tion methods 





this quality 
solder costs 
less than 
Avaltable to 1.8 and ordinary 
solders. 


We are also manufacturers of solid 
wire drop, and pellet solders and 
a wide variety of bar solders. 


Send us your solder problems or 
your specification requirements. 


GARDINER METAL CO. 


4833 So. Campbell Ave., Chicago, Ill. 








A GUARANTEE 


THAT WILL HELP 
YOU SELL 
ATLAS CAR 
MOVERS 








Make our guarantee of satisfactory 
performance a very definite part of 
your sales effort on ATLAS Car Movers. 
It is conscientiously made and faith- 
fully lived up to. 

Sell this assurance of satisfaction 
along with the ATLAS and you will 


increase your good will along with your 
profits. 


Your inquiries are invited. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 


(Formerly lecated at 
APPLETON, WIS.) 

















TUBE-TURNS BULLETIN 
ISSUED 


@ Tube Turns, Incorporated, 

Louisville, Kentucky, has is- 
sued a new bulletin dealing with 
the design and fabrication of ex- 
pansion loops made up with 
Tube-Turns and straight lengths 
of pipe or tubing. 

A quick reference chart is in- 
cluded which provides an easy 
and extremely simple method of 
designing these loops. Expan- 
sion loops of this construction are 
highly efficient and have proven 
thoroughly practical under a 
wide range of pressure and tem- 
perature applications. This 
chart, based on the most modern 
bending theory, enables the engi- 
neer or salesman without going 
into involved calculations, to 
quickly lay out efficient, depend- 
able loops that will meet almost | 
any space requirement. Suitable | 
loops may be designed by varying | 
the length of pipe at the top of 
the loop or of the side legs, de- 
pending upon construction limi- 
tations. 


All results given by the chart 








| include an ample safety factor 


| Corporation, Youngstown, Ohio, 


and maximum fibre stress in 
loops so designed will not exceed 
16,000 pounds per square inch, 
the generally accepted maximum 
safe working stress for low-car- 
bon steel pipe. 


DISTRIBUTORS NAMED BY 
REPUBLIC STEEL 


@ N.J.Clarke, vice-president in 
charge of sales, Republic Steel 


| has announced the appointment | 
| of Steel Products Company, Mc- 
| Kees Rocks, Pennsylvania, as 


warehouse distributor for Ton- 
can iron sheets in the Pittsburgh 
area. 

Announcement has also been 
made of the appointment of three 
new warehouse distributors for 
Enduro stainless steel. The new | 
distributors are: Buhl Sons Com- 
pany, Detroit, Michigan; F. W. | 
Heitmann Company, Houston, 
Texas and The Woodward Com- 
pany, Albany, New York. The 
addition of these distributors 
brings the total of warehouse 
stocks of Enduro to 45. 


carry 
| speed without heating. 











Complete Service on All Types of 


COPPER COILS 


You can secure from us a 
duplicate of a copper coil 
or bend of any shape or 
size. Send blueprint or 


drawing with specifica- 
tions for estimate. 

Also coils and bends of 
brass, aluminum, stainless 
steel, nickel, Monel and 


block tin. 


yur 
SCROLL 





DISTRIBUTORS 


Make use of our coppersmith and engi- 
neering service on any special equipment 
made from metals mentioned above, such 
as expansion joints for low pressure, spe- 
cial pipe work, kettles, tanks, stills, evap- 
orators, coolers, condensers, and a full 
line of metal floats. 


ARTHUR HARRIS & CO. 


Coppersmiths—Engineers— Brass Founders 
210-218 N. Curtis St. CHICAGO 











Sell Your Customers 


DAGGETT 


BALL BEARING 

LOOSE PULLEYS 
for machines, centers, mules, 
idlers and clutches 


and save them— 


@ Time in Daily Olling 

@ Cost of Lubricant 

@ Cost of Replacements 

@ Power Loss by Friction 

@ Time Loss When Trouble Appears 





Daggett Ball Bearing Loose Pulleys are sim- 
Le in construction and accurately machined, 
a belt at any wor 


Z8 
require no ctention except pores 
x to 


proof an 
| of Tupricant 4 'to to 6 times a year ac 


speed condi 

Quick service given on all orders from dis- 
tributors. Ask for our price list and liberal 
distributor terms. Our engineers are ready to 
assist you in your sales problems. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 No. Desplaines St. CHICAGO, ILL. 





MILL SUPPLIES 
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ROBBINS & MYERS, Inc. 
HOIST & CRANE DIV. 
SPRINGFIELD, OHIO 





“ACE” TROLLEYS 


1 A Bolted Frame For Side Pulls. 

2 Eight Heavy Duty Timken Bearings. 

3 Four Hyatt Bearing Guide Wheels. 

4 Chilled Wheels Ground to Size. 

5 Timken Bearings Sealed Against Dirt. 

6 Wheel Bumpers, Safety Lugs, Small Headroom. 
7 Adjustment Over Various Beams. 


8 A Very Easy Running Outstanding Trolley That Can 
“Take It’? Anywhere. 


SOLD THRU MILL SUPPLY 
HOUSES EVERYWHERE 


ROBBINS & MYERS, Inc. 
HOIST & CRANE DIV. 
SPRINGFIELD, OHIO 









Special 
alloy 
Heat 
3 Treated, 
Back 
GCen- 
uine 
High Speed 
Steel Cut- 
ting Edge. 
Pat- 
ented 
Electric 
Weld, Not 
only for 
the user 
but for the seller too, MARVEL 
BLADES have every major advantage. 
They will out-sell any other blade, call 
for call; will out-cut any other, box 
for box. They can be safely recom- 
mended for every job and will stay sold—will 
tly give 
repeat business. 
The same type of High-Speed-Edge and tough 
unbreakable body also puts MARVEL 





Hole Saws ahead of ail others 
spreads their range of 
work to production fields 
(drill presses), multiplies 
their market. 


Write for Catalog 
Armstrong-Bium Mig. Co. 
“The Hack Saw People’ 
353 N. Francisco Ave., 

Chicago, U. S. A. 


SE I 
JANUARY, 1935 








plete satisfaction and build | 


| LEATHER BELTING INDUS- 
TRY ADOPTS STANDARD 
THICKNESSES 


e After an industry vote, the 

executive committee of the 
American Leather Belting Asso- 
ciation has announced that, ef- 
fective January 1, 1935, all 
members shall adopt a new 
schedule of belt thicknesses in| 
their manufacturing. The new) 
schedule will be adopted in sales 
activities as soon as_ present 
| stocks are exhausted. 

The thickness specifications 
for leather belting referred to} 
above are as follows: 











Average 
| Medium single ______ 11/64-inch 
| Heavy single _______ 13/64-inch| 
| Light double________ 18/64-inch 
| Medium double_____-_ 20/64-inch 

Heavy double_____-_- 23/64-inch| 


(Allowable tolerances for all 
_ thicknesses plus or minus 1/64-| 
| inch from above averages.) 

All thicknesses in this table, 
are average thickness in inches| 
and are to be determined by 
measuring 20 coils and dividing’ 
this value by the number of coils! 
measured. No point in single 
belting shall be more than 3/64-| 
inch thicker or more than 2/64-| 
inch thinner than the average) 
| thickness. With doubles, the 
| tolerance shall be 2/64-inch) 
| thicker or thinner than the aver-| 

age. 


FAIRBANKS FOLDER 
DESCRIBES GATE VALVES 


@ A new six-page folder issued 

by The Fairbanks Company 
describes that company’s bronze 
and iron body renewable gate 
valves. Dimensions and appli- 
cations are given, together with 
explanations on the simplicity of! 
renewal and the possibility of; 
making a saving in renewal. 


| CHICAGO PNEUMATIC ISSUES | 
BULLETIN 
@ The Chicago Pneumatic Tool, 
Company, New York City, 
| has recently published a bulle-| 
| tin which gives complete details 
ef its newly designed line of 
_compressors, known as_ type) 
“T.” Specifications and con-| 
struction are thoroughly de-| 
| scribed and illustrated. 









Get Our LOW 
PRICE on this2”, 
10,000Gal. Size 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER... 


2” —3” —4”"—-6”—8” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 


rtable, sure priming a. TK, Amas- 
Beir low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 


You Want Results 
in 1935! 
Investigate the New 


KEYSTONE 


Canvas Stitched Belting 








and 
VEELOS “V” 


The only Rubber Detachable Link 
Belt on the Market 


Sell these lines, together with the old 
reliable, widely accepted— 





BALATA 
—and you will get results! 
a 
Write us for Details 
* 
MANHEIM MANUFACTURING 
& BELTING COMPANY 


MANHEIM, PA. 


New York City Chicago, Ill. 
50 Broadway 407 S. Dearborn St. 
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EXTRA FORCE 


to make a Tight Set 
won’t round the Sockets | 


in Bristo Screws 


Study the construction of Bristo Cap 
and Set Screws and you will see how 
their unique socket design permits 
using the extra force needed for a 
tight set without danger of injuring 
the screw it makes 
possible permanent security with less 
effort, because of the perfect grip and 
positive action of the Bristo Wrench 
in the fluted socket 


These three diagrams explain the 
Bristo principle and show why it elim- 
inates sidewall pressure 
rounding-out, 


At the same time, 


the cause of 
splitting and jamming 


HO ©@ 


See how the pressure applied on a 
Bristo Screw is guided around, while 
in ordinary screws it goes against the 
socket wall. 


Extra holding 
protection 


capacity, 
against 


longer life, 
tampering, neater 
appearance all of these advan 
tages come from the Bristo socket 
Your customers may apply them to 


their work or products at NO EX- 
TRA C ey Se 


of Bris to 
for c omplete information 


Write for free samples 


Screws of sizes you carry and 


THE BRISTOL COMPANY 

WATERBURY, CONNECTICUT 

Branch Offices: Akron, Birmingham, Boston, 

Chicago, Detroit, Los Angeles, 

New York, Philadelphia, Pittsburgh, St. Louis, 
San Francisco 


BRISTO 


Hollow Safety set scREWS 


Denver, 


Socket Head cap screws 
90 
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